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RED GOOSE HEALTH SHOES 
MAKE LIFETIME CUSTOMERS! 








The fact that fully 75% of the 
mothers who come into your 
store have some kind of foot 
trouble makes them especially 
anxious to learn how to assure 
their children of proper foot 
development. 









Realizing this, progressive merchants 
throughout the nation are building a steady, 
profitable repeat business by featuring Red 
Goose Health Shoes. 






Health features of real merit (a few of 
which are illustrated at left) together 
with the traditional all leather qual- 

ity of Friedman-Shelby shoes 
make the Red Goose Health line 
outstanding. 













Feature this line, give care- 
ful attention to fitting and 
you'll have a profitable 
and permanent busi- 
ness beyond the range 

\. of competition. 














\ 







Complete details of 
the Red Goose 
proposition fur- 

_ mished on re- 
\ quest, without 














OF HAVING FEET” 


FRIEDMAN-SHELBY 


BRANCH INTERNATIONAL SHOE CO. 





Get the children in the 


habit of coming into your 
po nde bast. ST. LOUIS, MO. 


ness depends on them. 
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The VOICE of the TRADE 


QUIS KIRSTEIN, vice-president 
of William Filene’s Sons Co. 
of Boston, says: 

“Put responsible people with a 
real sense of ‘sell’ in every depart- 
ment with explicit instructions to 
see that every individual customer 
gets prompt and intelligent atten- 


YOU WANT PINK 
haga IT : 


y AWIeR R— YOU'LL GET ‘EM 
7 eS 


tion. Keep these people on the 
floor and NOT in closed offices. 
Keep them as free as possible from 
detail duties, adjustments, credits, 
accounting and clerical work. Hold 
them responsible for just two prin- 
cipal things: 

“‘First—to find out what each 
customer wants, or should have,’ 
and 

“Second—to see that she gets 
it, or if not, to take steps to see 
that the deficiency in stock or ser- 
vice is corrected at the earliest pos- 


sible date.’ ” 
* * * 


OY HENDRIX, manager of a 
Florsheim store in Denver, 
Colorado, says: 

“It’s really remarkable how 
many men are still wearing high 
shoes. But the thing that is still 
more interesting is how many of 
the high shoe wearers use them the 
year around. The trend toward 
year-around use of low shoes be- 
came so pronounced that one 


wouldn’t think anybody wore high 


ones—in fact I believe some stores 
quit handling high shoes; but just 
have a look along the sidewalk. 
We pay just as much attention to 
style and fit on high shoes as on 
oxfords, and we have maintained a 
good business on them.” 
a 


ATHAN HACK of Detroit dis- 

covers that the RECORDER is 
read in Brazil for he received a 
letter from a possible “Cousin 
Hugo” who writes: 

“Our concern has been a sub- 
scriber to the Boot AND SHOE 
RECORDER for many years and re- 
cently it was my privilege to find 
your picture and a story in that 
publication. This lucky occurrence 
impels me to inquire of you con- 
cerning your family tree. Do you 
happen to be the descendant of 
Jacob Hack? My late grandfather, 
Heinrich Hack of Montenegro, Rio 
Grande do Sul, Brazil—maintained 
correspondence with Jacob Hack 


in North America but as is so fre- 
quently the case, this correspond- 
ence ceased with the passing of my 
grandfather. 

“T, too, am in the shoe business, 
and am interested to know whether 
we are also related in a family 
way.” 

Nathan Hack tells us: “If my 


Cousin Hugo is a member of the 


Hack family or not I don’t know 
but I do know that he is a member 
of the Boot anp SHOE RECORDER 
family of shoe men. Some 75 or 
80 years ago a member of the Hack 
family left for distant lands, where 
the grass grows green and this may 
be the first contact with one of his 
offspring, for which many thanks 
to the RECORDER.” 


ARK EDISON, of Edison 
Bros. Stores, Inc., St. Louis, 
Mo., says: 

“We attribute our increased busi- 
ness to organization. Each of us 
(there are five Edison Brothers) 
has an individual responsibility in 
the business and no interference in 
the operation of the department is 
tolerated. We have conferences, to 
be sure, where we discuss our prob- 
lems, but the solution of our ob- 
stacles rests with the brother in 
charge of that particular depart- 
ment. 

“Harry Edison, financial execu- 
tive, is responsible for all real 
estate transactions. Sam buys the 
bags and hosiery. Irving conducts 
the sales promotion and_ store 
operations of our 85 units. Simon 
and I are responsible for the 
merchandising of the entire organi- 
zation. 








“We have in development plans 
for adding more units to our or- 
ganization. A majority of these 
will be opened by March Ist.” 

Convincing are the retail volume 
figures of the Edison Bros. Stores, 
Inc., since 1931. In that year 
$6,000,000 was reported — 1932, 
$8,000,000—1933, $11,000,000 and 
optimistically Mark Edison _re- 
marked: “We anticipate our vol- 
ume for 1934 will approach $14,- 
000,000 or $15,000,000.” 


* * * 


HE Woman’s Humane Club of 

Southern California addresses 
an open letter to the manufacturers 
of shoes: 

“A large number of people who 
are members of Humane Societies, 
Vegetarian and _ Anti-Vivisection 
organizations, religious cults, etc., 
would like to wear shoes made of 
non-animal materials; but with the 
exception of some very cheap, 
roughly made garden shoes, there 
is nothing to supply this demand. 

“In England, ‘vegetarian’ shoes 
are on the market—advertised as 
such—along with a number of other 
non-leather articles. Surely, Ameri- 
can manufacturers of shoes may be 
asked to respond to the call of good- 
looking shoes made from something 
other than animal substance.” 


* * * 
J IFE of a manager in a shoe store 


—as viewed one Blue Monday 
by P. J. Stewart, Wollaston, Mass.: 





= worTa 
BUSINESS 





\ 


“Comes to store in morning full 
of PEP. Opens mail and the first 
thing is a bad check. Next request 
from customer for money back on 
mail order. First customer doesn’t 
buy—just looking on way to 
work. Next kicks on patent leather 
creasing. Another tells you she is 
on the way to the dentist and can’t 
look further. Next says she has to 
change her car—parking time is up. 
Has to hurry home—next excuse 
for not buying. Next one places 








(7, VREVOLUTION )/ ht 
crisis w we 











AND SO IT GOES 


—‘In France the political cauldron seethes 
and bubbles with uncertainty; Russia 
hangs as usual, like a cloud, dark and 
silent upon the horizon of Europe; while 
all the energies and influences of the Brit- 
ish Empire are sorely tried, and are yet to 
be tried more sorely.” 

—The above quotation is taken from an 
issue of Harper’s Weekly, published in 
1857, just 77 years ago. 

—Humans have always been restless, ag- 
gressive, contentious. 

—But all their struggles, strange to relate, 
seem to have one very definite result— 
progress. 

—Even today our press is displaying scream- 
ing headlines of “Revolution,” “Crisis,” 
“War.” 

—But progress is in the making, the old 
world is metamorphosing into a new 
world, and the band plays on. 


—Cheerio! 
Suctr G i 


President. 





on her own shoe and is ready to 
run after looking at two styles. 

“Girls out for lunch and having 
time to spare, working your clerks 
—while others walk out who may 
buy. Mother looking at Baby 
shoes and after working clerk for 
half an hour has just discovered 
she left Baby at home. What time 
is it? the next one asks after try- 
ing on shoes for an hour. Have no 
more time to look. Next one wants 
to know why the child’s shoes did 
not wear over four months. And 
the next has the nerve to say that 
after she has been wearing your 
shoes for nine months, that she has 
looked all over town before coming 
back to your store. 

“And the one that gets your fever 
up is the one that wants $6 shoes 
and tries to impress upon you that 
she wears nothing but $18 shoes 
and will not pay you $8 for a 
pair. And the next one who has 
a pair of your shoes for nine 
months, wearing every day; and if 
you ask she will say that she did 
not wear them often. 

“Late in the day, when you look 
over your stock you think yourself a 
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poor buyer and bought everything 
wrong; and at six P. M. you close 
your store, worn out—and wifey 
wants to know at the dinner table 
why you are cross.” 


* * «# 


HARLES MILLER of I. Miller 
& Sons, Co., Inc., of Long Is- 
land City showed us an invisible 
sock concealed in every pair of his 
Sbicca shoes. The thin steel shank 
is covered with a knitted sock at 
the foot of the metal piece to give 
the cement an opportunity to grip. 
The metal itself will not adhere to 
steel so the sock is drawn around 
the shank piece for that purpose. 
Posted in the cement department is 
a sign saying: “Cement is liquid 
gold. Don’t waste a drop of it. It 
belongs in the can and not on the 
floor. Remember, cement is liquid 
gold.” 
Because of that catchy hook-up 
with gold, the waste of cement is 
greatly diminished. 


* % * 


EDWARDS & COMPANY, of 
° Philadelphia, Pa., say: “We 
did not select the name SHURE- 
FOOT lightly. We selected it be- 
cause, although fancifully spelled, 
it really means _ sure-footedness, 
since its designing is based upon 
your child’s requirements as these 
have been studied in thousands of 
examples. 
“It is no secret to orthopedic 
specialists that most foot ills are 


fit 


caused by improper shoes worn 
either in childhood or later, but 
chiefly in childhood. Most of us 
are born with normal feet, but none 
of us was born with complete feet. 
Where we have in later life a firm 
set of bones, we had up to eighteen 
years of age a changing, flexible 
mass of cartilage and soft bone 
gradually hardening into perma- 
nent shape.” 


FINE Kibs— 
BuT Ti 
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GROUP of the orthopedic men 
at the N. S. R. A. convention 
at St. Louis were discussing th@ ad- 
visability of contributing to a pool 
to be used for the purpose of fos- 
tering legislation in the various 
states to enable shoemen to examine 
the bare feet, claiming that this 
would give them a great advantage 
in the diagnosis of foot ailments. 
A shoeman from Scotland pa- 
tiently listened to the speakers for 
some time, then expressed his op- 
position to the plan. He thought 
that it would be unwise to spend 
all that money. With the nudist 
movement making such _ rapid 
strides, he suggested that we would 
gain our point at no cost. 


* * * 


OHN J. McHALE, first vice- 
president, The Shoe Manufac- 
turers’ Association of Canada, says: 
“Undoubtedly the decided and 
almost spectacular advance in 
prices of leather in 1933 was ac- 
companied by increases of lesser 
amounts in the prices of other ma- 
terials and supplies. These in- 
creases necessarily affected the 
costs of boots and shoes, and the 
shoe manufacturers were obliged to 
advance their selling prices. The 
wholesale and retail trade was able 
to obtain the major part of the re- 
quirements for Fall selling before 
the advance became fully effective, 
as the manufacturers gave their 
customers the benefit of any sup- 
plies of leather purchased before 
the price increases. As supplies of 
lower-cost leather have now been 
exhausted, however, retail prices 
for shoes must necessarily be higher 
in the Spring of 1934, than they 
were a year ago, and, indeed, ad- 
vances already have been made.” 


* * * 


HOE prices in Lynn are taking 
the upward course, starting on 
a basis of a schedule substantially 
as follows for women’s novelty 
styles: $1.25 a pair to retail at 
$2; $1.50 a pair to retail at $2.50; 
from $1.60 to $1.80 a pair to retail 
at $3, and so on up for the better 
grades. 
These new prices show some rise 
over the low of last year. But they 


are much under the high prices for 
1926, which were substantially as 
follows: $3.95 to $4.35 for top 
grade, fast style McKay novelties; 
$3.60 to $3.85 a pair for novelty 
McKays. $4.35 for stylish welts, 
including sport shoes. $3.65 for 
staple style hand turn shoes of 
black kid, two-strap pattern, and 
$3.50 a pair and down for lesser 
grades of hand turn kid shoes— 
some being quoted as low as $1.90 
a pair. 

Lynn’s prices for 1926 corre- 
sponded closely to average prices 
as quoted by the U. S. price index. 
According to that authority, the 
average price on women’s McKay 
pumps, of patent leather, was $3.60 
a pair, and for Goodyear welts, of 
calf, the price was $4.15 a pair. 

The peak of prices on women’s 
shoes, according to the government 
index, was reached in 1921, when 
women’s McKays averaged at whole- 
sale $4.01 a pair, and women’s 
welts averaged $5.21. 

After 1926, average prices began 
to rise, continuing to do so until 
the depression when they went to 
smash and some Lynn firms made 


and sold novelty McKays at ap- 
proximately $1 a pair. 


* * * 


ODE Authority for the Shoe 

and Leather Finish, Polish and 
Cement Manufacturing Industry is 
made up of six representatives of 
the shoe polish division, and six 
representatives of the shoe and 
leather finish and cement division 
as follows: 

Shoe polish division—Samuel A. 
Everett, Providence, R. I.; E. F. 
Block, Cambridge, Mass.; R. K. 
Barton, St. Louis; William McKin- 
ney, New York City; F. P. Zim- 
merman, New York City, and 
Robert L. Aste, Brooklyn, N. Y. 

Shoe and leather finish and ce- 
ment division—John J. Brock, 
Brockton, Mass.; Fred B. Day, 
Lynn, Mass.; Albert K. Comins, 
Wakefield, Mass.; D. F. Marks, 
Lynn, Mass.; John Quinn, Boston, 
and James D. Clifford, Cambridge, 
Mass. All are appointed for six 


months. 
* * * 


EW YORKER: What do you 
think women will wear on 
the beaches next summer? 
Florida Stylist: As far as I can 
see, not very much. 
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In Quest of 


N every town, in every state in the Union is to be 

found a shoeman who makes of his business a 

life’s work in behalf of foot health. He may 
never be recompensed properly for his effort, but he 
goes right along, day after day, fitting and servicing 
shoes in a professional way. He is consulted by par- 
ents in behalf of children, and is counsellor for adults 
in the ailments that reveal themselves through the feet. 
He is a doctor of the feet external, but doesn’t rate 
the title. He would rather fit a troubled foot by prac- 
tical experience than do any other service more 
profitable for the time and effort. 

That is the man who should be praised in Foot 
Health Week. He should receive the thanks of the 
public for his year round service in its behalf. He 
has done more for mankind than any other merchant 
of any other apparel. He has by question and doubt 
changed the footwear of a nation in fifty years, so 
that today it is closer to human usefulness than it 
has ever been before. 

He has whittled lasts, and measured and taped feet, 
in the hopes of finding perfection in footwear. He has 
never given up hope that the ultimate in footwear is 
“just ahead.” For him the entire service of “feature 
shoes,” has been developed. New talking points in 
footwear have been created out of experience and 
scientific research. His crying call for types of shoes 
to fit particular and peculiar feet has kept the industry 
ever alert for the “new.” His quest goes on. 


ECAUSE of this fundamental urge to “be of service 
to mankind” the foot-health shoeman is coming 
into his own. He has builded better than he knew, for in 
service is his new salvation. The trend of the times is 
to challenge the “margin of retailing.” In every line 
of distribution effort is being made by producers to 
squeeze the margin of the retailer. To sell more shoes 
at less store expense is the cry of the maker in every 
line, except shoes. The margin necessary between cost 
and selling price in shoes is not contested when foot- 
health is the extra service given. 


Foot-Health 


Some operators in volume production feel that shoes 
are made so well, over lasts so correctly proportioned 
that the ultimate retailing of the product is only a 
robot process after all. The thought has been expressed 
“the fitting is done at the factory, and the public buys 
without the need of service.” But all this philosophy 
of production for easy distribution falls down when it 
comes to the individualized foot. The foot that needs 
more than a carelessly selected size and width—is the 
foot in the field of foot health. So we come to Foot 
Health Week to solve the problem of putting emphasis 
on service. To do this in a larger way is to emphasize 
through one week’s national promotion—the continuing 
need for fitting service. As time rolls along foot service 
increases, for a public is made more conscious of 
the hope and promise of foot comfort. Many people 
have suffered foot troubles feeling that such were 
inevitable. But shoemen everywhere become more pro- 
ficient in the arts of fitting. Shoemen discover that 
added service at the fitting stool gives them security of 
knowledge and also security in business, for the cus- 
tomer pleased is thereafter—a customer held. 


O we encourage the promotion of Foot Health Week, 
April 2-7, as an outward symbol that one division 
of retailing is worthy of its “margin,” and may that 
margin permit also of a profit for service. It costs 
more to stock a size and a fit for every customer, and 
part of the costs for handling must be added to the 
“margin.” It’s in compliment to the retailers of shoes 
nationally that the first examination of retail prices 
by the Consumers Board of the N.R.A. gave shoemen a 
clean bill of health in regard to non-profiteering. But 
that mark of credit covered all shoes, everywhere. The 
time is coming when national studies will be made on 
all costs of distribution and as against that day of 
inquiry let us keep the records of service costs in foot 
health work. Shoes built for a special service are 
worthy a better price if the profession of shoes is to 
continue. : 
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INDOW POSTER:—This poster design, in two 
colors, black and green, will be used by shoe 
stores throughout the country in the promotion of 
National Foot Health Week. It is suitable for window 
displays, for display inside the store and wherever a 
poster can be used. The approximate size is 17 x 22 


inches. The same design, reproduced in newspaper and 
direct mail advertising, forms an effective tie-up with 
Foot Health Week windows. When used by many stores, 
it gives Foot Health Week observance an official com- 
munity stamp that will greatly increase its effectiveness 
in arousing public interest. 





Sell Foot Health Service 


The Shoe Merchant's Best Road 
to Permanent, Profitable Patronage 


By CARL BURGSTAHLER 


E retailers of shoes render a service, and it is 

) \ only through our service to customers that we 

attain our objective of building for ourselves a 
permanent, profitable patronage. This is a principle 
of life and business. It is just as sure as two times 
two is four. You can’t get away from it; it’s a funda- 
mental law. It is only in the degree to which perma- 
nent, satisfactory service is rendered that we have 
permanent, profitable patronage. Profits and an endur- 
ing business become an_assured effect when the cause 
is service. 

Measure the foot carefully, and do not determine the 
size needed by looking at the markings in the old shoes. 
When the customer comes into the store and you take 
off the old shoe, it tells a tale not only of size, but it 
tells a tale to the shoe man who knows. Examine the 
foot carefully as to type and possible ailments. Here 
is where we bring into play our knowledge of foot 
anatomy. It is this knowledge that we must seek and 
have. 

Select the shoe designed for the purpose of the cus- 
tomer who intends to use it. It is obvious that you are 
not going to sell a golf shoe when the customer wants 
an evening or afternoon shoe. 
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Selecting the right shoe for the purpose and the cus- 
tomer—a shoe designed for the type of foot to be 
fitted—and the fitting of shoes to the customer's per- 
sonality as well as to the foot make up the crux of the 
entire problem, in my opinion. This is the moment 
when the manufacturer’s merchandise must stand the 
test to do the job in the correct way. Through the 
manufacturer’s research, coupled with the shoe re- 
tailer’s knowledge of feet and their needs, permanent, 
satisfactory service will be rendered and shoe retailing 
will become the applied science it should be. 

Here is where medical and mechanical science meet 
—at the fitting stool—with the retailer’s ability to cor- 
rectly fit correct shoes. 

Use the ball-to-heel fitting. This is very vital, for we 
all know that correct shoes must fit and support the 
structure of the back part of the foot and yet give ample 
room for the fore part of the foot to provide for free 
articulation of the ball of the foot and the toes. 

Service shoes from time to time to insure satisfaction 
and intended correction. That, to me, is very, very 
vital. A customer comes into your store. You fit her 
with shoes correctly at the time she walks out of your 
store. The shoes are correct, but how long will they 





"Selecting the right shoe for the purpose and the cus- 
tomer—a shoe designed for the type of foot to be 
fitted—and the fitting of shoes to the customers’ per- 
sonality as well as the foot, make up the crux of the 
entire problem. ... Here is where medical and mechan- 


ical science meet at the fitting stool." 


—CARL BURGSTAHLER 
President, F. E. Foster Co., Chicago 








CARL BURGSTAHLER 















remain so? It is up to us to see that they do for the 
life of the shoe. It is very complimentary to your store 
to have that customer come in from time to time. She 
should be invited to do so. Her heels are going to run 
down. They are possibly going to go to one side or 
the other, according to the way the customer walks, 
and the shoes should be serviced just like any other 
piece of wearing apparel or like our automobiles. We 
have to service them from time to time. Shoes are in 
the same category. 

I’d only like to say that this past year we have gone 
through some very trying times—punishment, punish- 
ment, punishment in our business, in everybody’s busi- 
ness, yet it is my sincere belief that when a shoe busi- 
ness is founded and conducted on the simple truths, it 
will endure. I think that has been proven. | 

The fundamental of an enduring profitable patron- 
age is permanent, satisfactory service expressed with 
correct shoes made over scientifically correct lasts, 
correctly fitted by men who know. 

All that we may say, all that we might learn, all that 
we know, is of no use in our business unless it is im- 
parted to our sales organization, and that is where, I 
believe, many of us make a mistake. 

Your organization may be very small, one or two 
people, or possibly a few more. You contact your 
own customers almost all day long. There your prob- 
lem is fairly simple. But the larger your organization, 
the more necessary it becomes to educate that organiza- 
tion up to the same point that you yourself are edu- 
cated. Otherwise you are not going to do this job the 
way it should be done. 

The problem that confronts us as merchants is largely 
one of education. It is educating ourselves and, in 
turn, educating our own organizations so far as our 
experience or our education goes. If you could pass 
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your own knowledge on to your organization, even if 
it is only one man who works alongside of you in your 
stores, I believe that you could raise the caliber and 


standard and service you are rendering in your stores 


to the same efficiency that you yourself have, or should 
have. 

Your experience in your buying of shoes and in the 
market, in the conversation with representatives of the 
manufacturers, must be imparted to your organization. 
You can readily understand that. 
ganization really function and do the job you want 
them to do unless you are going to impart to that 
organization all your own knowledge? 

It doesn’t mean that you do this every month or 
every six months or every two months; it must be done 
practically daily. What does the average proprietor 
or manager or buyer in a store do? He goes to market 
and buys his shoes. He learns all about lasts, he learns 
all about materials, he learns all about shoe construc- 
tion. He goes back to his store, after the purchase has 
been made, and then the shoes arrive in the store, go on 
the shelves and they are just another lot of shoes. 

They may be of good style, a style that is the fashion 
in the season for which they are purchased. Everything 
is done up to that point, but do you realize that your 
job is only started? It isn’t a question of your buying 
your shoes right; it’s a question of selling them right. 
They’ve got to be bought right, of course, but the ques- 
tion of selling right is, after all, the one that deter- 
mines your success. 

You can afford to make a present of the first pair 
of shoes a customer buys from you the first time she 
enters your store, if you can keep her permanent, profit- 
able patronage. That is what you are after—perma- 
nent, profitable patronage. It is the repeats in your 
business that make profits. 


How could an or- 





Foot Health Begins with the Child 


” E all know that bunions are caused by ill-fitting 

shoes, short shoes and short stockings,” observes 
Nathan Hack of Detroit. “There are various types, 
though. Take the woman born in a small town or in 
the rural districts where they have to buy shoes from 
mail order houses. She has perhaps never known her 
correct size. She may buy a size 6EE because that 
is a favorite size with her, although her foot may 
measure a 7A. 

“She gets that size, wears the shoes, and before she 
knows it she has bunions and wonders why she has 
them. No one ever explained to her why bunions 
are caused. We are sorry for these people. 

“Then again there is the youngster born and raised 
in the little town. His father goes down to the country 
store, buys his lard and his sugar and his coffee and 


when he is through with his groceries he says, ‘Say, 
John, I want a pair of shoes for Mary.’ 

“And John scratches his head and says, ‘Mary! 
How old is that little rascal now?’ 

“The father says, ‘Oh, she is eleven years old now.’ 

“ ‘Oh, is that so? I think we will give her about a 
size two.’ 

“Mary may have long, narrow feet and she may 
need a 5AAA. Or he may give her a 4D. Daddy 
will say, ‘How do you like the shoes, Mary?’ 

“She will say, ‘Fine, Daddy!’ 

“And she will grow up and have a pair of bunion 
feet.” 

“There is another type of bunion. Even though 
the youngster I have in mind may have lived in a city 

[TURN TO PAGE 46, PLEASE] 
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Any shoe man can fit some of the feet all of 

the time and all of the feet some of the time. 

But to render a completely satisfactory mod- 

ern shoe service you must be prepared to fit 
all of the feet all of the time 


national sales event built around the service of 
selecting the right shoes for the right service. 
A fit and a size meet in your store in Foot Health 
Week, April 2 to 7, providing you plan and prepare 
for that event. 
There are five weeks in which to get ready. 
Medical science says that in Springtime, with the 
change in weather following Winter, feet need refitting. 
The greatest changes in feet occur in Springtime. 
Pre-Easter selling is built around the philosophy that 
people dress for an event, and have been doing so for 
centuries; and the habits of changing into Spring attire 
will stimulate trade again and again. The fact that 
Easter comes April 1 may make pre-Easter shoe sell- 
ing a forerunner of regular shoes and regular fashions 
up to a definite date—April 1. 
Foot Health Week—April 2 to 7—gives an oppor- 
tunity to tell a different story built around service, 
foot culture, foot posture and foot attention. Then 


QO NCE again we promote Foot Health Week—a 


the remaining weeks in April and May give to the store 
an opportunity to sell late Spring and early Summer 
footwear—as determined by the path of the sun. Stores 
to the south open up earlier, while some of the northern 
communities will sell Spring shoes right up to June 
1 and Summer shoes thereafter. 





Foot Health Week as an annual promotion makes it 
possible for merchants in every community to get to- 
gether to promote one thing—foot health—with col- 
lective benefit to themselves. Each fashion shoe stands 
on its own rugged individuality, whereas feature and 
corrective shoes get their acceptance by the degree of 
service and knowledge possessed by the fitter and the 
organization in back of him in store, in factory, in na- 
tional promotion, in inventive skill and in the theory 
and type of the shoe itself. 

Foot Health Week, therefore, is a national promo- 
tion. It harmonizes with every store that believes that 
it is competent to service a foot with something other 
than a mere foot covering. 

Surgeons, physicians, podiatrists, chiropodists—all 
join in the promotion of Foot Health Week because 
they believe the unified action of all forces for health 
make it a worthy contribution to the betterment of foot 
hygiene. 

Examination of the feet of elementary, high and col- 
lege students, if made jointly by the recognized phy- 
sician and the practical shoe man, is the most worth- 
while contribution to the betterment of foot health. 

Physical directors in schools the country over are 
beginning to include foot health along with instruc- 
tions as to care of the eyes, ears, throat, teeth and diet 
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The health of children can be improved by a study of 
correct posture. The handicap of unhealthy feet in 
improper shoes is serious enough to make it a problem 
of public interest. 

All these services to the community, which are given 
voluntarily and without pay, ‘contribute indirectly to 
the business of the merchants who cooperate in foot 
clinics and foot examinations. Self-interest is not the 
primary reason for this “out of the store” service. It 
is necessary to have some recognized week in the year 
set aside for extra attention to foot health. A peak 
interest in one week helps sustain continual interest in 
foot health the year round. Certain stores will profit 
through the year on the promotion of Foot Health 
Week—April 2 to 7—because of the missionary work 
done in stores by trained experts even though resulting 
sales may not be immediate. 

The importance of Foot Health Week is the oppor- 
tunity it gives for collective interest—in fact, national 
interest on a subject that is professional to the shoe 
man and certainly of real importance to the shoe wearer. 
There are all sorts of weeks promoted for public inter- 
est, but none has the underlying strength of purpose of 
Foot Health Week, for it must be unselfish to the public 
at large, even though it is individually a commercial 
transaction in the sale of a particular pair of shoes for 
a particular purpose. 


E ask the cooperation of merchants everywhere in 

making Foot Health Week of 1934 the greatest 
contribution toward national recovery of foot health, 
foot efficiency and foot service. 

Every store everywhere must plan its own special 
message for Foot Health Week because the degree of 
service varies with stores and grades of shoes. There 
is one general keynote. Healthy feet can be kept fit; 
ailing feet can be improved or relieved, and a correc- 
tion in posture through proper footwear comes through 
the right kind of service in the right kind of store. 

Most foot troubles are due to abuse. Correction of 


that abuse is the professional duty of every store during 
Foot Health Week. Doctors report that 90% of all 
babies have perfect feet, while 90% of all adults have 
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foot troubles of one kind or another. Foot Heafth 
Week is the first Spring check up through careful ex- 
amination and recommendation of feature footwear. 
Foot Health Week is the expert’s great opportunity. 

In the foot health conference in St. Louis in Janu- 
ary, a prominent merchant said: 


“7 CLAIM that the retailers have done more for the 

human foot than all the doctors, chiropodists, oste- 
opaths put together. I am speaking, of course, of the 
idealists of the shoe industry, the orthopedic shoe man 
who has made a study of the human foot, the bone 
structure and then of the shoe from the last up. He 
has made it his business to carry shoes that fit feet, and 
fit them right, and he is the one who really educated 
the educators to tell the people what kind of shoes there 
were—not the educators starting the thing, because we 
called their attention to it first.” 

Organize Foot Health Week in your town by 
getting the collective interest of all the dealers 
during this week. 

Get the cooperation and support of your local 
newspapers in this collective movement for health. 

Make plans to window display and publicize 
the Foot Health Week campaign collectively. 

Invite the cooperation of doctors interested in 
foot health. 

Make your store a foot health center for the 
week—April 2-7. 


For the past three years Boot AND SHOE RECORDER 
has been urging all shoe men, everywhere, who sell 
special feature shoes, to join in the promotion of 
National Foot Health Week. From small beginnings 
the interest has shown a steady increase year by year, 
and all indications point to a record participation by 
merchants this year. In a co-operative movement of this 
character the results are cumulative. The more mer- 
chants who join in the promotion of Foot Health Week, 
the greater will be the sales response. And each new 
customer who comes to your store during Foot Health 
Week can be made a permanent, repeat customer 
through conscientious service on your part in the 
proper selection and fitting of shoes. 
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Program of Promotion tor 
FREE FOOT HEALTH EXHIBIT 


SPONSORED By THE LEADING 


SHOE MERCHANTS OF (TOWN) 


p 
Y 
) 


lp 


‘i 


yi 


A 


SS 


with a large sign reading “FREE FOOT 

HEALTH EXHIBIT—Sponsored by the Lead- 
ing Shoe Merchants of Town.” The sign should be 
green, white and black. Divide the windows into equal 
sections for each cooperating store; use alternating 
green and white panels bearing the poster as_back- 
ground. Allow a limited display of feature shoes and 
an explanatory card by each store. 

Inside, on the walls, use large-size drawings showing 
the structure of the normal foot—the foot out of align- 
ment, and what happens; the normal arch, and flat 
foot; the correct body position, and the wrong caused 
by wrong shoes; and the many other RIGHTS AND 
WRONGS that are due to proper or improper shoes. 

Arrange railings to form aisles, with a center space 
where experienced persons can move freely, to explain 
the features pictured, in a short “lecture.” Also dis- 
tribute the folders described in this issue of the 
RECORDER. 

At the back use a large poster sign inviting a visit 
to any of the cooperating stores—listing them on the 
sign. If possible, have a stereopticon lecture at various 
periods of the day. Such a display will intrigue many 
who might not go to the shoe stores; and persuade 
many to go to one or another of the cooperating stores 
for foot examination or shoes. 


Foot Health Talks and Radio 
Announcements 


Div up a conveniently located vacant store 


Foot Health Week talks to groups and organizations, 
plus radio talks where possible, make up an important 
part of the publicity program. 

Contact the sponsors of all local radio-programs that 
you can, telling them about Foot Health Week, and 
asking them to speak of it in their programs. 

If facilities and finances permit, have well-known 





HOW TO PLAN 
A FREE 
FOOT HEALTH 
WEEK EXHIBIT 


people deliver short radio talks at different times during 
the week. A fine combination of speakers for a half- 
hour program would be a physician, a chiropodist and 
a shoe man, each discussing foot health from his own 
angle. 

Check up on all the meetings to be held by various 
organizations during the week, and see how many will 
welcome short talks on foot health—AFTER you have 
made sure of your speakers. If speakers are not avail- 
able to cover all gatherings, try to have an announce- 
ment read. 

Have the meetings where foot health talks are made 
“covered” by the newspaper; this will give an extra 
opportunity for publicity. 

Speak to factory executives about foot health talks 
to their employees; tell them it will help the efficiency 
of their workers. Also go to store executives, and even 
to the chief of police, heads of hospitals—everywhere 
that a number of people are employed. 

If the firms are big enough, and allow it, arrange 
for a talk; at least, they should cooperate to the extent 
of using a Foot Health Week poster on their bulletin 
board, and perhaps distribute the folders, “Your Feet 
and Your Job,” suggested in the previous installment 
of this program. | 

Get in touch with the school heads—and heads of the 
parent-teacher associations—also scout leaders and 
others in capacities where they can assist in planning 
for foot health talks to children. 

Always stress the idea and importance of Foot 
Health—and the great good this big event will do the 
people of the community. 

If you go about it right, you can get a “build-up” 
that will make your Foot Health Week promotion the 
talk of the community, and of lasting value to every 
shoe store that sells correct shoes properly fitted. 

And finally—get the Mayor to “proclaim” Foot 
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National Foot Health Week 


Foot Health Talks and Radio Publicity 


Section 2 of a Complete Promotion Plan in 
Three Installments—Section 3 Follows Mar. 10 


By R. E. ANDRUSS 


Health Week by radio, and in the papers. And have 
the radio endorsement of as many local physicians, 
and others of importance. No matter how large or 
small your town may be, Foot Health Week can be 
put over with a bang if you get behind it and push! 

These short, pertinent messages are planned to arouse 
interest in Foot Health Week without overburdening 
the listeners with detailed ideas—just one good strong 
punch at a time. A short introduction that can be 
used for each of them is suggested: 


LADIES AND GENTLEMEN: 

April 2 to 9 is Foot Health Week. Because of 
their interest in healthy, happy feet (town name’s) 
leading shoe stores, have united to send you a series 
of brief foot health messages. Here is one of them— 
When a child walks with the feet pointed outward, 

the body weight is thrown upon the inner edge of the 
foot instead of on the outer edge where it should be. 
This has a tendency to weaken foot muscles, stretch the 
inner ligaments of the foot, eventually displacing the 
bones and affecting the arch. Correct shoes, properly 
fitted, will encourage the child to walk with toes 
pointed straight ahead. Have your children’s feet and 
shoes carefully checked by a competent person during 


Foot Health Week. 
@ 


The purpose of a correctly built shoe is to support 
the foot so that the weight is on the outer weight-bear- 
ing parts—at the same time allowing free circulation 
and foot action in the forepart of the foot. Any shoe 
that throws the foot out of balarice shuts off blood 
supply, cramps nerves, and leads to serious trouble. 
With so many smart styles available today in shoes 
that give proper support, there is no need or excuse 
for wearing shoes that injure the feet. 

Check up on your shoes and feet 
during Foot Health Week. 


Do your feet tire easily in evening slippers? Then 
check up on the shoes you wear all day. Do they give 
you absolute, untiring comfort? Do they absorb the 
jolts of walking? Do they conserve your pep and 


vitality? When correct shoes, that combine proper 
support with freedom of foot action, are worn during 
the day, you can don your evening slippers without 
having your feet protest, because they are not tired 
and strained. 
Check up on your shoes and feet 
during Foot Health Week. 
e 
Many people are suffering foot pains and body 
fatigue that they do not need to endure at all. Many 
of these ailments can be overcome almost instantly by 
simply slipping your feet into the right shoes. Of 
course, there are other conditions that require more 
extensive treatment, or even a physician’s care, very 
[TURN TO PAGE 38, PLEASE] 


NATIONAL 
FQDT HE 


















Use Foot Health Week posters in your windows, in windows 
of vacant stores, inside your store and at vantage points 
throughout your town. 
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Here is a striking Foot Health Week window in the modern spirit, with a blown up photograph or hand sketched illustration of the poster 

design forming the background. The setting is made up of a foundation of panels, shelves and blocks or platforms. In the use of such 

units, it is necessary not only to have a pleasing arrangement, but to decorate them in such a manner that an effective color combination 

will result. Note the contrast obtained by the use of darker colors at the sides. Abundant space is provided for the display of shoes 
on the shelves, platform and floor of the window, as well as for display cards explaining the special features of the shoes. 


FOOT HEALTH WINDOWS 


Effective Displays 


to Play Vital Part 


In Making Foot Health Week a Success 


profit-building promotion for retail shoe stores 

will be measured mainly by the skill and intelli- 
gence with which the publicity is handled, and the prin- 
cipal avenues of publicity are newspapers and windows. 
In the Recorper of Feb. 10, suggestions were given 
for the planning of newspaper advertising and for the 
handling of news announcements and editorial features 
which, with the cooperation of the papers, can be made 
to contribute greatly to the arousing of a community 
interest. 

The interest built up through a campaign of news- 
paper publicity should be brought to a climax by an 
effective window presentation, carefully planned in ad- 
vance and so timed that Foot Health Week displays will 
appear in the windows of every shoe store in your 
town where feature shoes are sold on April 2, the 


‘in success of National Foot Health Week as a 


Monday following Easter. Newspaper: announcements 
will naturally precede the windows, starting off with 
the series of teaser ads as outlined in the REcorpER of 
Feb. 10, and culminating in big advertisements sched- 
uled for the Saturday evening and Sunday morning 
newspapers just preceding National Foot Health Week. 
If the merchants of your town decide to unite in a big 
cooperative promotion of Foot Health Week, enlisting 
the cooperation of the newspapers, the Sunday morn- 
ing or Saturday evening papers will offer the best 
opportunity for a special Foot Health Week page or 
section. And in this way there will be no interference 
with regular advertising of Easter shoes, which nat- 
urally will take precedence up to and including the 
Friday before Easter. 

Have your window display planned and the material 
in readiness so that the window can be put in quickly 
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DAD: Look here! This ad says Goodyear Wingfoot Soles 
can’t be beat for wear and make children’s shoes last 
longer. That would be a blessing to us. 


MOTHER: Well, I'll certainly get them. Junior’s last 
shoes are worn out already. 


CENES like this are being repeated 
S week after week in 7,000,000 homes 
where Goodyear Wingfoot Sole adver- 
tising in The Saturday Evening Post, 


Collier’s and Liberty is showing expense- 
worried families how to keep down shoe 
bills. That is why millions more people 
are insisting on shoes with these tough, 
long-wearing soles this year. Can you 
afford to pass up this fast-increasing 
business? 


THE GREATEST NAME < IN RUBBER 


When writing advertisers please mention Boot and Shoe Recorder 
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the first thing Monday morning to greet the noonday 
crowds. And in planning your windows make sure 
that they tie up closely with the newspaper advertising 
and publicity so that the one will reinforce the other 
and the window will serve as a second reminder to 
everyone who has seen the ads in the papers. The best 
way to make certain of this is to feature the Foot Health 
Week poster design prominently, both in the ads and 
window displays. This design should serve as the 
central illustrative motif around which to build both 
advertising and displays, and it was planned with this 
thought in mind so that it is readily adaptable to any 
number of original treatments. 

Feature this design prominently in some way in the 
background of your windows and display it conspicu- 
ously throughout the interior of the store. The accom- 
panying sketches suggest some possibilities for the use 
of the poster design in windows; a multitude of other 
original ideas will at once occur to the fertile mind 

















A simple setting in which the words “Foot Health Week” are 

lettered in black on circular panels of Compo board, the one in 

the middle being painted green and the other two white. The 

blocks on which they are mounted are black and white. Foot 

Health Week poster can be used on the background or in one 
corner of the window. 


of the experienced display man. The big advantage 
of the poster design is that it serves to unify the Foot 
Health Week idea, to tie up newspaper publicity and 
window displays and likewise to coordinate the pub- 
licity of all of the stores that join in the Foot Health 
Week observance. The result aimed at is a massed 
promotion of such magnitude that it cannot fail .to 
attract the attention and arouse the interest of everyone 
in the town who by any possibility might be considered 
a potential customer for feature shoes. 

Using the Foot Health Week design in the back- 
ground as a central theme, the remainder of the window 
can be used in building up a sales talk, either on feature 
shoes and correct fitting as such or in exploiting the 
claims and selling arguments for the particular line 
or type of feature shoe which the store sells. Most 
makers of special feature, orthopedic and corrective 
shoes supply an abundance of material for advertising 
and display purposes, and from this material display 
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Another window suggestion in which an enlarged sketch of the 

poster figures is cut out in silhouette. Green and black are 

suggested: for the shaded portions and a white or neutral tinted 
background of Compo board is all that is required. 


cards, foot diagrams, models, etc., can be selected to 
complete the window. 

Special attention should be given to the attractive- 
ness of the general effect and to the manner in which 
the shoes are shown, so that the customer will be im- 
pressed with the fact that it is possible to obtain special 
shoes to meet his or her individual requirements and 
which are also smart and fashionable, in no way to 
be associated with the impression of awkward, ungainly 
lasts or patterns devoid of style interest. The poster 
design was planned especially to give this idea of style 
correctness, for once people accept the idea that feature 
shoes are not necessarily objectionable from the stand- 
point of appearance, the market for these specialized 
types will be greatly enlarged. 

If you sell feature shoes for men and women, it will 
be worth your while to plan two Foot Health Week 
windows, one featuring men’s shoes and the other on 
women’s. Children’s shoes should also play a part in 
Foot Health Week promotion, for the feature idea in 
children’s shoes is making rapid progress, and this is 
a good time to give impetus to a movement that holds 

[TURN TO PAGE 38, PLEASE] 




































































In this display a large circular plateau is set at angles against the 

center of the background. The circle is light green with black 

lettering. The words FOOT HEALTH WEEK appear in green 
cutout letters against a white background. 
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The patented Foot Guide 
heels, constructed of hard 
and soft rubber, avoids run 
over heels and helps correct 
weakened ankles or heel 
rotation. 


Only a few features of these 
shoes can be illustrated here. 
Our representative will be 
pleased to explain all of 
them in detail, without oblli- 
gating you in any way. 
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arade Arch Builder Shoes 
NEW e PRACTICAL e SALABLE 


The Foundation For A Successful Shoe Business 


Our new Parade Arch Builder Shoes possess special health features that bring repeat sales. 
They are built over splendid fitting, three point tread lasts—wide at ball, narrow at heel and 
wiped out at arch. A high waist prevents cutting at vamp line and a cupped heel seat 
anchors the heel and keeps the foot from reaching forward. 
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NEW ARCH BUILDER INSOLE 

Notice how the “Arch Builder” insole 
is molded to give support to the 
longitudinal arch. 
Underneath this insole is a finely 
tempered spring steel shank, which 
gives support when needed and re- 
lieves pressure at sensitive points. 





“Snap Fit”—Oxford Tie 

7782—White Kid, Welt, 13/8 Pietzuch Rubber 
Tav Heel, Arch Builder Insole, No. 1 Last. 
AAAAAA/AAAA 514-10; AAAAA/AAA 
5-10; AAAA/AA 4¥%-10; AAA/ 4-1 
AA/B 3-10; A/C 24%-10; B/D 21%4-10.$4. 06 


SAINT LOUIS 








- The lasts over which these 
shoes are built properly dis- 
tribute the weight of the body 
on three contact points. This 
gives perfect balance and en- 
courages correct posture. 





FOOT GUIDE HEEL 
The combination heel is an- 
other feature of "Arch Builder” 
shoes. It is made of soft re- 
silent rubber on one side and 
hard gritty rubber on the other. 
This causes it to wear down 
evenly and prevents running 
over at the sides. It keeps the 
ankles straight and the foot in 

the correct walking position. 








“Snap Fit”—Oxford 
7741—Black Kid, Welt, 9/8 Piet- 
zuch Rubber Tap Heel, Arch 
Builder Insole, No. 3 Last. 
AAAAA/AAA 5- 10; AAAA/AA 
1% 10; “eo 4. 10; AA/B 
te A/C, B/D and C/E 
ie Sie earaie wate wae oe $3.75 


“Snap Fit”—Tie 

7731—Black Kid, Welt, 13/8 Piet- 
zuch Rubber Tap Heel, Arch 
Builder Insole, No. 1 _ Last. 
AAAAAA/AAAA 5% -10; 
AAAAA/AAA 5-10; AAAA/- 


AA _ 4¥%-10; AAA/A 4-10; 
AA/B 3-10; A/C 2%-10; Pp 
2%-10; D/EE 3-10.......$3. 3.75 











Seles 


Branch of International Shoe Co., Arch Type Department 






Nurse 


7742—Black Kid, Welt, 11/8 Piet- 
zuch Rubber Tap Heel, Arch 
Builder Insole, No. 2 Last. 
AAAAA/AAA 5-10; AAAA/- 


AA  4%-10; AAA/A 4-10; 
ray eee 10; A/C, B/D a 
M | S S O U R | 7762 ks |, Cnet 33.00 
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Selling Foot Health by Mail 


Three Folder Ideas to Bring New Customers 
into Your Store during Foot Health Week 


HE sketch at the top of this page suggests three 
folders for FOOT HEALTH WEEK that may be 

used for mailing or general distribution. Their 

size is 344 x 64% inches to fit a standard envelope size. 
For variety, one might be printed in green, another 
in black, and the third in blue. Since the back page of 
all three reads the same, we will give that copy first: 
If you have foot troubles, you are invited to visit any of 


the undersigned stores for examination and advice without 
charge or obligation of any sort during 


FOOT HEALTH WEEK 
April 2 to 7, 1934. 
(Follow with list of cooperating stores) 


Or, if folder is to be used as part of an individual 
store’s promotion, give store name and address. 
The following copy is suggested for the inside pages 
of the various folders: 
HAPPY FEET MAKE BETTER SCHOLARS 
—Page 2— 
“As the twig is bent, so the tree inclines.” 


Equally pliable are the twenty-six bones of the young child’s 
foot. They respond alike to proper or improper guid- 
ance. That is why it is so important that shoes be cor- 
rect during formative years. 

When forced by improper shoes, the feet endeavor to adapt 





themselves, with the result that both feet and body are 
affected, and the child’s health is impaired. 

Aside from malformation of the feet, muscular, nervous, 
or organic troubles may develop. A physician has said, 
“The greatest damage done to the body by improper 
shoes is done from the hips up.” 

Correct shoes are as important as correct diet, if the feet 
are to develop normally and healthfully. Proper shoes 
must be selected to meet each of the eight changes that 
take place in growing feet from infancy to maturity. 

If your child tires easily, avoids romping and health-giving 
exercise, or if some hidden handicap is forcing the 
youngster into the backward class, have the feet and 
footwear checked up by a competent person at once. 
Delay is dangerous. 


—Page 3— 


Eleven Suggestions for 
Children’s Foot Health 


. They should toe straight ahead when walking. Toeing 
out weakens the ankles and arches. 
2. Select well-shaped stockings, longer than the foot. 
Avoid tight gaiters. 
3. Discard shoes or stockings which are crowding the toes. 
4, Have feet measured, weight bearing, every time new 
shoes are purchased. 
5. Secure shoes shaped like the normal foot with uppers 
allowing toe freedom. 
. Have shoes fitted carefully by an experienced shoe man. 


_ 
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ONCE MORE 
_. WHITE DOMINATES 


and in the White Calf field Hubschman’s beautiful, lustrous-finished 
White is outstanding! A calfskin of perfect adaptability and incom- 





parable quality, Tandrite White has a purity of color, tightness of 
break and mellowness of texture that are unsurpassed. 


The woman who is keenly aware of both style and quality will be 
instantly attracted to the season's unexcelled leader —Tandrite 


White Calfskin. 


E. HUBSCHMAN & SONS, INC., PHILADELPHIA 
TANNERS OF FINE CALF LEATHERS 


The “Gauntlet,” a glove-fitting pattern of 
the monk type by Gregory & Read Com- 
pany,lynn,Mass. Hubschman’s White Calf. 
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. Select shoes with flexible soles. 

8. Avoid heavy shoes for small boys and girls. The extra 
weight gives too much additional work for the leg 
muscles, and is a frequent cause of fatigue. 

9. Select broad low heels not over 4% to 34 inch for the 
growing child. 

10. Examine feet occasionally after removing shoes for 

spots or blisters caused by rubbing or pressure and 

for toe crowding. 


~ 


*% *% * 


YOUR FEET AND YOUR JOB 
Copy for Page 2 of Folder 

From available statistics, it is evident that more than 
$100,000,000 has been lost to industry in the United 
States each year through inefficiency caused by pain 
and discomfort from foot ills. 

Employers are justified in expecting us to keep our- 
selves fit if we want to keep our jobs—and care of the 
feet is an important contribution to our general health 
and efficiency. 

Bad feet handicap and tax our strength. They affect 
our walk and posture and our efficiency. They make 
us clumsy, tired, ill-tempered and inefficient. 

When a painful corn is telegraphing messages of 
misery to the brain, the mind cannot be given fully to 
outside problems. The majority of people with flat 
feet feel various aches and pains and become very 
tired with a little walking or standing. 

Those are but two of many contributions to ineffhi- 
ciency caused by foot neglect. Many bodily ailments 
are directly traceable to bad feet. 


Through proper foot care, most of these ailments can 
be prevented or corrected. They need not be endured. 
How foolish it is to permit health and efficiency, and 
even one’s job, to be jeopardized when it can so 
often be avoided. 

Now, during Foot Health Week, is an excellent time 
to discover for yourself the benefits and blessings of 
foot care and correctly-fitted shoes. 


Page 3 
SUGGESTIONS FOR KEEPING YOUR FEET FIT. 
1. Roominess of shoes and stockings is most important. 
If soles are not roomy, allowing free play of the 
foot, muscles are weakened, bones of the arches are 
shifted from normal position, bunions result and 
the toes have a tendency to overlap. The foot is 

weak, deformed and painful. 


2. Cleanliness is a basic need. Enclosed all day in an 


almost air-tight covering, rubbed and thumped, the 

~ feet sweat, and oil glands pour out their oily secre- 
tions. A warm bath, a change of shoes and stock- 
ings, help the feet to “breathe” again. 


3. Exercise and rest are important. Slippered relaxa- 


tion for those who stand or walk a great deal. 
Plenty of walking for those who sit at a desk or 
work-bench all day. 


4. Consider weight, occupation and purpose when buy- 


ing shoes. Don’t wear old, run-down shoes for work, 
or discarded “dress-up” shoes. Your feet need the 
[TURN TO PAGE 38, PLEASE] 





SUGGESTIONS FOR FOOT CARE 


1. Provide the best type of shoes for the foot during the 


working hours. 
2. Avoid high heels for work, standing or walking. 


3. Select shoes with straight inner line; broad, roomy toes; 
no pressure from cap or seams. 


4. Broad, low heels, 34 inch to 1% inch. Rubber heels 
are satisfactory. (Reduction from heels too high for 
comfort and efficiency should be made gradually.) 


5. Have shoes measured, weight bearing, each time shoes 
are purchased. 


6. Do not overtax feet during abnormal physical condi- 
tions or during convalescence. 


7. Avoid overweight. Ligaments and muscles of the feet 
do not increase in strength sufficiently to carry rapidly 
gained extra weight. 


8. Bathe feet daily in warm water with good soap. Sea 
salt may be added to the water. Use brush. 


9. Cut the nails straight across, not shorter than the flesh 
at the ends. 


. Discard shoes that are uncomfortable. 
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thousands of shoe 
dealers who are 
using Brannock 
scientifie fitting.. 





NO 





Of special interest to shoe manufacturers and the 


A JUVENILE FITTING DEVICE AS 
» » ACCURATE AND SCIENTIFIC AS 


THE BRANNOCK SYSTEM OF ADULT FITTING 


oy ANNINOxe 
“TWO MOTION” 
JUVENILE FITTING 


FIRST MOTION ... 
MEASURING THE LENGTH 





SECOND MOTION ... 
MEASURING THE WIDTH 





Instantly gives correct length for heel- Without changing position of foot or 
to-ball fitting—also toe-to-heel length instrument, an outward movement of 


in relation to arch-length. 


ARCH LENGTH - 


The Brannock Juvenile Fitting Device is the result of three years of development on the 


sales floor of a Juvenile Shoe Department. 


in design and attractive in appearance. 


It is simple, speedy, accurate, perfected 


VOLUME FOR MANUFACTURER—REPEAT SALES FOR DEALER 
depend on FITTING! 


When you remember that it costs at least 
$6.00 to get a new Juvenile Customer into 
the store you realize the value of repeat 
business. Business flows to the line and to 
the store with the best fitting. 


The new Brannock Scientific Juvenile Foot 
Measure in the hands of fitters selling your 
shoes will protect your best interests by 
giving the store and the line the reputation 
of good fit. It eliminates the danger of 
misfit by inexperienced sales people; it en- 
ables the salesman to try on the correct 


size the first time, saving the time-consuming 

and annoying try- -ons so costly in any shoe 
store. Brannock Scientific Fitting makes 
a favorable impression on customers, creates 
confidence, good will and repeat sales. 

KEYSTONE OF SUCCESS IS GOOD FITTING 
As thousands of retail shoe merchants will 
testify, the Brannock “Adult” has been for 
years the accepted standard for correct shoe 
fitting. The Brannock “Juvenile” is a “chip 
off the old block”—a great step forward in 
the protection of Juvenile Foot Health. 


THE BRANNOCK DEVICE COMPANY 


321 SO. SALINA STREET 


SYRACUSE, N. Y. 


TOE LENGTH - 


width slide gives you correct width. 


WIDTH, ALL AT ONCE! 


PRICES 
Junior Model 


$12.50 

2 or more, each 10.00 
Adult Model 

1 Device 


$12.50 
(Reduced from 


$15 each) ° 


1 Device 


10.00 


2 or more, each 
1 “Adult” 
Model 


1 “Junior” 
Model ... 
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CAMCO 


announces 
the startling, new and exclusive 





A/!R FLOWS /N A/R FLOWS OUT 





STREET SHOES SPORT OXFORDS 
and SANDALS 


the first to combine 
the two great essentials of 


ee FOOT HEALTH ee 
CLEANLINESS and VENTILATION 


with exceptional new styles, materials and color combinations 

















Air-O-Flow ushers in a new era of health and com- 
fort in summer footwear. The Air-O-Flow construc- 
tion consists of miniature pin hole vents in marked 
contrast to the extreme “port hole” perforations. 
Air-O-Flow vents permit the free passage of air in 
and out of the shoe while minimizing the intake 
of dust and dirt. Air-O-Flow vents do not weaken 
the upper materials. This foot health and comfort 
feature is as quickly seen and appreciated by the 
consumer as by the retailer—is popular as to price 
—outstanding as to value—and profitable to the 


nen WRITE OR WIRE 
for complete details 
* 
LEATHER SHOE DIVISION 


CAMBRIDGE RUBBER COMPANY 


General Offices and Factories, CAMBRIDGE, MASS. 


BOSTON NEW YORK CHICAGO 
600 Atlantic Ave. 125 Duane St. 317 W. Monroe St. 
AND LEADING WHOLESALERS 
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The THREE BASIC STYLES which will —- 


A Vultex impregnated mesh shoe 
with improvements over last season 
—a delicate appearing but strong 
reinforced design. Our new Pressure 
process treatment results in single 
unit construction of great strength. 
Available in crepe or leather soles, 
high or low heels, oxfords or 
T-straps. 

To retail from 

$1.00 to $1.79 


also made in misses’ and children’s sizes 


SUN 


SPRAY 
CO 


Buck-ide Oxfords for men feature 
the Air-O-Flow foot-health construc- 
tion—the season’s greatest advance- 
ment in cool summer shoe comfort. 
Available as illustrated with white 
rubber or leather soles, or with mesh 
vamps and fabric quarters and 
crepe soles 
To retail from 


$1.49 to $1.79 


BUCK-IDE 
tC it 


Buck-ide Oxfords for women also 
feature the Air-O-Flow pin hole vents 
which increase lightness and cool- 
ness. Buck-ide upper material takes 
all dyes and cleaners perfectly, mak- 
ing it a superior summer shoe ma- 
terial. Available with white rubber 
or leather soles—high or low heels. 
To retail from 


$1.49 to $2.00 


BUCK-IDE 
Ce 


Tip-Toe—the smartest, most practi- 
cal open toe sandal on the market. 
Great things can be expected for 
this shoe. Tip-Toe Sandals are made 
with a re-inforced back stay which 
prevents slipping. The vamp design 
keeps every toe in place and stops 
chafing. Made with a variety of 
color combinations to retail 


$1.79 to $2.00 


Also made in women’s sizes with high heels, 
and misses’ and children’s sizes with wedge 
heels—all with rubber or leather soles—and 
known as Sea Witch Sandals to retail from 
$1.00 to $1.50. 


TIP-TOE 


SANDAL 
a 8 


WRITE or WIRE FOR SAMPLES 
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es O live up successfully to our advertising slogan 

of ‘Custom Fitting Shoes’, it is obviously neces- 

sary to have a full range of shoes in sizes that 
fit, and an experienced selling staff well versed in the 
art of fitting shoes. That’s a combination that is 
invincible. Six years of shoe retailing under this baa- 
ner have resulted in some mighty fine business, even 
to the extent of causing us to double the size of our 
store during the past year,” said Edward Boyce of 
Boyce & Lewis, Washington, D. C. 

Many times customers will spend from half an hour 
to two hours being fitted. That requires considerable 
patience, much more patience than the average young 
man is willing to give. That is why this store employs 
trained shoe fitters from forty to sixty years of age. 

The length of time taken in making the first sale, 
is, in the long run, a matter of small importance. 
When a man, woman or child has been thoroughly 
fitted in the first place, the purchasing of future shoes 
invariably resolves itself into a matter of showing the 
customer the proper fitting in one or two styles. 

These partners have long been firm believers in the 
truth of the statement that the line of shoes upon which 
to build a permanent reputation must not only pos- 
sess quality, fit, comfort and style, but must be a line 
which can be sold the year around. Even a store of 
this nature requires a certain number of styles which 
are classified as novelties. Now this store never runs 
a sale, so in order to keep a clean stock, these novel- 
ties are bought from stock records compiled from 
previous sales of shoes of this character. It is the 
policy of the house here not to buy any shoes from 
any house that does not stock them. This policy results 
in there never being any odds and ends,—hence noth- 
ing to clean out. It also means that a very satisfactory 
stock turn can be maintained. Both partners wait on 
trade, so they know what sells. 

The answer is always “Yes” to this question: “Can 
I get this same size in this same shoe again?” Many 
people feel that after they have been properly fitted, 
they should be able to duplicate that fitting at any 
time. Boyce & Lewis feel that they should too. 
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How a Washington Shoe 
Store Merchandises 
Comfort and Foot Health 


The fitting of health shoes is made considerably 
easier when customers are not told “You have a hard 
foot to fit.” 

“Many shoe fitters,” said Saul F. Lewis, of the Boyce 
& Lewis firm, “make a serious mistake in telling prac- 
tically every customer who has a narrow or a small 
foot, he or she is hard to fit. There is not a day that 
passes when several women do not remark about the 
very difficult feet they have to fit. They complain how 
they have been to every store featuring corrective shoes 
in town, and often to out-of-town stores, before finding 
their proper fitting. 

“As a matter of fact, we believe that nearly any good 
store in town could easily have fitted the majority of 
these people. Salesmen and proprietors try to compli- 
ment a customer by telling her what a difficult foot 
she has to fit. 

“Our policy here is to take immediate control of 
the sale by dwelling on the resources of our stock 
very briefly and to stress the fact that we always main- 
tain a complete assortment of sizes from the very 
narrow to the very wide. The customer is then told, 
“Yes, you have a nice narrow foot, and as we specialize 
on fitting narrow feet, we are sure that we can find 
your exact size and width in all our new shoes.’ The 
next step is very important, it is that of putting on a 
perfect fitting shoe the very first try.” 
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Try This 


on your “toughest-to-fit” customer— 


We'll Take 99% of the Risk! 


USE THE COUPON BELOW: 


Send us size and width of that woman most difficult to FIT and who requires a really 
corrective shoe. 





Pick out a customer who says with tears in her voice: “I just can’t find a shoe that is 
comfortable!” 


We'll ship you a pair of 500-x or 521 on the Rx Last—see descriptions—and if they 
don’t click, at a good profit, we'll take them back—no questions asked—and all you 
risk is the return postage. 


They WILL click, and how! 





Pretty strong offer? 

And—from W. B. Coon Co.? 

We'll admit it—YES. 

But we know and have faith in the wonderful Rx 





No. 500-X—Black Glazed Kid, 365 
Rx Health Last, 12/8 Heel, Lasts. 
Wingfoot Top. 


AAAA to EEE 85.35 


We must have, you say, to make such a tempting and liberal offer. Right! 


From many customers’ experience we know that these Rx Lasts are the best ones we’ve 
scientifically produced in thirty-four years to tone up your “corrective business”—to 
make poor feet happy. 


You'll say so, too. 


If you know lasts you'll see why—not space enough here to describe them feature 
by feature—when you make the test. 


We know that they'll give more comfort than any 
woman has ever known before. 





NOW —Send the COUPON: 


No. 521—Black Glazed Kid, 368 
Rx Health Last, 14/8 Heel, Fiber 
Top. 

AAAA to EEE $5.35 


N.Y. Office: 520 Marbridge Bldg., 47 W. 34th St. Chicago Office: 506 Security Bldg., 189 W. Madison St. 


W. B. COON CO. 
37 Canal Street, Rochester, N. Y. 
Dept.-R-10 ATR sO eg be ee 


Send me on approval one pair 
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RULE 


RETAIL 


TALE SNVANJHIP 








QUESTION—The subject of feet 
is of vital interest to me and I am 


therefore writing for information 
which may prove of interest to other 
students of shoes and foot-function 
a3 well as to me. 

l. How can one advise young 
mothers on the care of infants’ feet 
through correct shoes or through any 
other sensible methods? 

2. At what age should infants’ feet 
be fitted to their first shoes to pre- 
serve their normal shaped feet? 

Aprian B. 


ANSWER: You have struck the 
right note with your question, and 
arly investigation into this subject 
should prove extremely beneficial for 
preventing: future foot ailment. 

Young mothers of the more intelli- 
gent type are always greatly interested 
in their young; are eager to listen and 
to learn how to raise healthy chil- 
dren; the shoeman who can impart 
this knowledge is bound to gain by 
it, by disseminating this information. 

Infants should not wear any shoes 
or stockings until they are able to 
stand up. By keeping their feet free, 
their natural tendency to kick devel- 
ops and strengthens the muscles of 
their backs, legs and feet. 

Soft shoes should be worn by the 
infant only when he is to be fully 
clothed for an outdoor airing during 
cold weather. They should never be 
worn after he starts to creep. 

A baby must not be encouraged, 
coaxed or assisted in any way to 
stand or to walk if the infant is to 
enjoy foot-health later in life. Let 
nature take its proper course. When 
the natural developing point is 
reached where the baby begins to 
creep, walking is not far behind. At 
this time it is absolutely essential to 
have stiff-soled shoes. 

Mothers should be taught by shoe- 
men the importance of proper foot- 
wear for growing feet, and also the 
necessity of frequent changes of size 








Many questions relative to the science of 
expert shoe fitting come to the Recorder. 
A few recently received are given, together 
with the reply suggested by an able retail 
shoeman. 

The Recorder welcomes such questions, 
and will endeavor to furnish logical and 
satisfactory answers, so far as possible. 

We invite criticism of our solutions. We 
do not pretend to infallibility although we 
attempt to bring to the solution of each 
problem the . experience of eighteen fairly 
successful years in the shoe business. Dis- 
cussion, criticism and suggestions will help 
as much as questions to make The Fitting 
Rule, the Open Form of the Fitting Stool. 

Answers this week by N. Hack, Detroit. 





and shoe construction as the little 
feet grow. This growth is at the 
rate of one-half size every three 
months on the average in babyhood. 

A booklet along these lines, illus- 
trated with several proper types of 
infants’ and children’s shoes would 
be of unusual institutional advertis- 
ing value. 








Smart buyers buying shoes at $5.00 less 
5%, or $4.75, have these shoes billed $4.75 
net 60 days. 

Store’s buying offices add an extra 5% 
to the net $4.75 price, so that the shoes 
will stand the stock 4.98 and not an even 
$5.00 if billed the usual way. 

The extra two cents profit means con- 
siderable to a buyer in the course of a year. 





QUESTION—W hat answer may the 
salesman of better -grade sport shoes 
use to combat the following consumer 
argument? 


“I don’t wish to put so much money 
in a pair of sport shoes because it 
doesn’t seem to me that the expendi- 
ture justifies the little wear that I 
would get out of them. I would have 
occasion to wear these shoes perhaps 


twenty times during the season, then 
that would be the end of that pair of 
shoes. Next season would come a 
change in style, and I would have a 
pair of shoes, which, from the style 
standpoint would be useless. Why 
not buy a cheaper pair each season— 
be in style, and save money?” 


R. B. 


ANSWER: A few years ago, I 
thought the same way you do—and 
acted on what I considered then, a 
pretty sound procedure. That was 
before I fully realized the meaning 
of the statement that “Buying Qual- 
ity is Wise Economy.” And in the 
buying of a pair of any shoes, re- 
member, one has not only style and 
wear to consider, but health, also. I 
think that answers part of your ar- 
gument, Mr. - Now, as far as 
the short use of a pair of sport shoes 
is concerned—that does seem kind of 
expensive, doesn’t it? Let me tell 
you how I have solved that problem 
in my own case. In the first place, I 
began to see that styles had a habit 
of reoccurring every three or four 
years. So I bought, each season, 
shoes of quality (I really wanted them 
all the time, even when I was in the 
process of buying cheaper shoes), and 
kept them. By now, I have what I 
would call a very representative ward- 
robe of sport shoes. They are shoes 
which I may not be ashamed of, 
either because of style, or grade; 
shoes that I do not fear, because of 
danger to personal health, and, to 
top it all, J have economized. 

(The above is an actual argument 
given by a salesman in a high-grade 
shoe store.) 








Some would be sure shod, and some would 
be sore shod, and to encourage the former, 
and to reform the latter is the reason for the 
fitting clerk in the store. 

















BOOT AND SHOE RECORDER, February 24, 1934 





No. 9321-1 


One of the many styles from the Poll 
Parrot line of Health Shoes for Children. 


- 


No. 1738 
One of more than twenty styles in our 
Uptown and Patriot Health Shoe Lines. 


and Style Stride Health Shoes for Women. 
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(Jor No. 5936-3 
yw One of more than fifty styles in Trim-Tred 
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NTURE IN 








herringbone velvet with the “Garbo Collar” in patent leather (in- 
spired by the famous costume worn in “Queen Christina”). 


The second is in satin velvet with flower petal design in gold and 
silver kid. The third is a crinkled velvet in chartreuse with royal 
blue and silver trim. 


Three new, light velvets, designed for Summer wear, mark the 
first appearance of velvet in warm weather shoes. The first is a 








This group of calfskin 
shoes shows three fea- 
tured heel heights for 
sports. The first with a 
16/8 heel, is navy blue 
calf with white strip- 
pings. The second, built 
on a 16/8 walking heel, 
is shown in the new 
combination of gray calf 
and white suede calf. 
The third, with an ex- 
tremely low heel (4/8 
inch) is an open-toe 
sandal of alternate black 
and white _ strippings 
with novelty lacings. 
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FASHION .... 


These four shoes are styled for sports fashions, given a new im- 
portance in the Rouff collection. (1) Perforated patent leather ox- 
ford in light navy. 

(2) The golf shoe with the new, one-inch custom heel in Bourbon 
calf and white calf. (3) A spectator sandal with sturdy heel and 
adjustable T-strap, in Biscog brown trimmed in darker patent, under- 
laid with white suede calf. (4) Eyelet trimming in black on a white 
Yukon sports pump. 





the Amalgamated Leather Co., calfskins, grain, ooze and scuffed from the Calf Tanners’ Association, patent leather from 
Lawrence Leather Co., and velvets from the Velvet Guild, Inc. 








A venture in fashion becomes a great adventure in Paris for Vida L. Moore. Her first collection of American shoes, 
designed by Zegorav, were taken by her to Paris to the fashion openings in February. A favorable reception was accorded her 
new models, presented in private Paris showings and worn by the mannequins in the Magov Rouff collection. All of her shoe 
designs are made in America of American products and her in gning is represented by variations 
on the lower heel theme for every occasion, 

Materials chosen by Miss Moore for her collection shown in London as well as Paris comprise kidskins of all types fra 


These three kid leather 
shoes stress three im- 
portant fashion points. 
The first, in brown and 
white kid, reverses the 
-usiual proportions of 
these two colors to make 
a spectator shoe. suitable 
for street wear. 

The second, ‘in pale 
blue Charmooz, with 
silver bow treatment, 
shows the significance 
of kid suede for Sum- 
mer evenings. 

The third is white kid 
with navy blue, a color 
combination featured i 
the Rouff collection. 
White kid, styled for 
evening, will also be 
sponsored by Rouft. 




















support and protection of good shoes 
correctly fitted for work. 

5. Change shoes during the day, when- 
ever possible. At least, change when 
you arrive home. It’s better to have 
an extra pair, to allow changing dur- 
ing working hours. 

6. Buy the best shoes you can for work, 
and have them properly fitted. Keep 
your feet fit for work; you'll do a 
better job, and enjoy yourself more 
when you play. 


* * * 


ONE PAIR OF FEET MUST LAST A 
LIFETIME 


Copy for Page 2 of Folder 


Marvelous means of locomotion have 
been developed to convey us from place 
to place. Yet, with all their precision 
of construction, their period of service 
is limited, even when accorded utmost 
care. 

Nature has given us the most mar- 
velous means of locomotion of all. 
Amazingly intricate, all they ask is 











the opportunity to function normally 
to serve us well for an entire lifetime. 

Yet we seek expert care for the ma- 
chine that can be replaced, and so often 
expect our feet to function under con- 
ditions that would ruin any other 
means of locomotion in short order! 

Sometimes it’s vanity, sometimes 
false economy, sometimes sheer neglect, 
that causes us to jeopardize the very 
foundation of our bodily health. Not 
only are our feet crippled through care- 
lessness, but (this by a high authority 
on hygiene) 90% of the damage to 
health resulting from foot ills affects 
those parts of the body above the waist 
line, and there are more than 46 serious 
maladies directly traceable to improper 
care of the feet. 

Be careful of your feet! Take the 
best possible care of them and they will 
repay your attention with a large 
measure of the joy of living throughout 
a lifetime of faithful service. 

For page 3 of this folder, use the 
foot care suggestions printed on the 
second page of this article. 








Program of Foot Health Promotion 


[CONTINUED FROM PAGE 21] 


often due to long neglect and inatten- 
tion. 

Have your feet and shoes examined 
by a competent person during 


Foot Health Week 


Are your feet worth fifteen minutes 
to you? In that short time you can 
have your feet examined thoroughly 
by an experienced Podiatrist Specialist 
at one of the several good shoe stores 
displaying the Foot Health Week poster 
and seal. Without cost or obligation 
on your part, these trained men will 
tell you frankly and fully the exact 
condition of your feet, and the proper 
shoes to relieve or correct ailments. 


Check Up On Your Shoes and Feet 
During Foot Health Week. 


Did you go to the World’s Fair last 
year? If you did, a few hours of pave- 
ment pounding taught you the necessity 
of comfortable, low-heeled shoes for 
walking. Even though you may not 
walk as much at home, properly fitted 
walking shoes will do much to conserve 
your vitality, and give you correct body 
posture. Wear the right shoes at work 
or at play, and keep your feet happy 
throughout the day. 


Check Up on Your Shoes 
During Foot Health Week 





If your feet are weakened or over- 
‘strained, you can find relief and cor- 
rection in footwear so smartly styled 
you would never suspect they have 
health features. These shoes are con- 
structed to distribute the weight of the 
body correctly, while allowing natural 
foot action in walking, and proper po- 
sition when standing. The weak or 
strained foot muscles are strengthened 
through proper exercise. 


Ask your shoe-man about these 
shoes during Foot Health Week. 





Prohibits Handbill Passing 


COLORADO SPRINGS, COLO.—The city 
council here has just passed an ordi- 
nance prohibiting shoe stores and other 
classes of merchants from placing 
handbills on the porches of homes with- 
out the permission of the occupants. 
Since it would be entirely impractical 
to ask permission for distribution, the 
ordinance virtually taboos this form of 
advertising altogether. The action was 
apparently instigated by a group of 
wealthy home-owners who objected to 
having their grounds littered up with 
advertising. If the ordinance is en- 
forced, it may cause a hardship, but 
experience shows that such laws seldom 
are enforced. Denver has such a law 
but very few people even know of its 
existence. 
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Selling Foot Health by Mail 


. [CONTINUED FROM PAGE 28] 
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Foot Health Windows 
[CONTINUED FROM PAGE 24] 


the possibilities of increased sales and 
better profits in juvenile footwear. 

Whether it be a men’s, women’s or 
children’s Foot Health Week window, 
it will be good policy to stress the 
thought that foot health, available to 
the average person through selection 
of the right shoe plus correct fitting, 
contributes not only to the foot comfort 
of the individual but also to the gen- 
eral well-being of the wearer, thereby 
promoting his or her general health 
and efficiency. 

If you are planning to patticipate in 
a community Foot Health Week pro- 
motion, or, in the absemée of any 
community plan, if you expect to fea- 
ture Foot Health Week as an individ- 
ual store, the important thing at this. 
time is to begin at once to line up your 
plans for advertising and window dis- 
plays, so that the end of the Easter 
selling season will find you ready and 
prepared to launch a broadside of care- 
fully coordinated publicity which will 
make the people of your locality con- 
scious of the importance of foot health 
and of the service your store is able 
to render in helping them attain it. 





Scholl Expands Program 


CuicaGo, Itt.— Before sailing for 
Europe, Dr. Wm. M. Scholl completed 
his new plans of aiding the shoe deal- 
ers who incorporated his Foot Comfort 
Service as a vitally important part of 
their shoe business. The appropriation 
for this dealer cooperation has been 
greatly increased, and the plan in- 
cludes several new features of service. 

Realizing that goods are not well 
sold until they are resold, Doctor 
Scholl advises that he gives his dealers 
much more than an extensive consumer 
advertising campaign in leading maga- 
zines and newspapers. He is according 
a greater assistance in more thorough 
education, a series of compelling win- 
dow cards, counter displays, special 
event and all-year window display ma- 
terial, merchandising calendar, month- 
ly, business building bulletin, sugges- 
tions at constant intervals, sales pro- 
moting ideas and a complete merchan- 
dising assistance. 

One of the outstanding features is 
issuing Foot Comfort News (quarter- 
ly)—the magazine that had been issued 
to the trade for many years until its 
temporary discontinuance a few years 
ago. Many letters quickly followed the 
first issue, which was mailed last week. 
Shoe men express tribute to this maga- 
zine, which they want. 

When Dr. Wm. M. Scholl returns to 
this country his associates say that he 
will have many new merchandising and 
business - building ideas, several of 
which. he had already forwarded to 
headquarters of this world-wide insti- 
tution in Chicago, for preparation and 
final approval upon his return. 
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FOOT HEALTH 


is right up ENNA JETTICK’S alley 


HILE "STYLE" is yelled from the advertising 
WY ct of most shoe manufacturers, Enna 
Jettick avoids this area of keenest compe- 


tition. It knows that a $2.95 shoe can have 
as much "'style" as an expensive model. 


Enna Jettick believes . . . and its success gives warrant 
ENNA JETTICK to that belief . . . that a big, healthy niche in the shoe 
Shoes for Women industry can be carved by a manufacturer who hammers 
away at "proper fit." 


sh aol $ 6 So, in every Enna Jettick ad, or piece of sales promotion, 


fit is stressed . .. and the joys that accrue to the wearer. 
And the factory backs up this stressing of shoes that 
perfectly fit the normal foot with the largest size range 
in the industry. 


“FIT FIRST,” says Enna Jettick . . . and then all the 

style, modishness, chic or fashionable what not that can 

decently be added to that primary quality. And the 

189 Sizes and Widths hordes of women who approve this stand prove their 
| to 12 endorsement by their enthusiastic purchase of Enna 


AAAAAA to EEE Jeftick Shoes. 


Dealers who see eye-to-eye with us in this are invited to 
ask for more information. There is money in an Enna 
Jettick dealership for such. 


ENNA JETTICK SHOES,. INC. 
Auburn, N. Y. 


“You need no longer be told that you have 


: Mu 
an expensive foot 
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No Other 


Collectively 


they are the 
most successful 
Shoe Retailers 
in America 


ERE is a group of Independent 

Shoe Retailers whose organi- 
zation is unique in the history of 
business. They have no officers, not 
even a secretary, no constitution, no 
by-laws—and yet their operation as 
a group has attracted such wide at- 
tention that no less than five dele- 
gations from various countries in 
Europe have traveled across the 
ocean to study the plan at first hand, 
and report to the interested group 
at home. 


On January 23rd, 24th and 25th, these retailers 
met in annual convention in St. Louis to lay plans 
for the big year they feel is ahead for them. The 
only tie that binds them is a community of in- 
terest, brought about by the fact that all operate 
under an identical plan, and that they all sell the 
same line of shoes exclusively. They are, in 
short, the Brown Plan retailers. 


The Brown Plan has been in successful opera- 
tion for many years. Many of the men who at- 
. tended this year’s convention have been identi- 
fied with the plan since its earliest days. Each 


year, however, sees new faces added to this grow- 
ing group. 

As set up today, the Brown Plan of Shoe Re- 
tailing practically assures success for any retailer 
who has the necessary qualifications to be accept- 
able as a member of the group. Through the 
trying times of the past few years, Brown Plan 
retailers proved the efficiency of the plan. Its 
success is due to a central organization of retail- 
ing specialists maintained by Brown Shoe Com- 
pany at no cost to the retailer, but for their 
express benefit. This group of specialists is con- 
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Like This ee 


cerned only with the problems of the Independent 
retail members. It is their job to formulate plans, 
to test and apply new ideas, to give help and 
guidance in every department of retailing. 


If you want a description of the usefulness of 
this company-maintained retailing staff, ask any 
Brown Plan retailer about its value to him. We 
will gladly send you the names of Brown Plan 
operators near you, if you care to see them or 
write to them. : 


The Brown Plan is open to any retailer who 
has the necessary qualifications of good personal 


@ Annual Banquet Brown 

Plan Retailers, Jefferson 

Hotel, St. Louis, January 
23-24-25, 1934 


character and ability plus adequate capital to in- 
dependently finance his operations. If you are 
interested, write us, or ask the Brown Shoe Sales- 
man for further particulars. 


Drowns Guo) Gowgesy, 


ST. LOUIS 


Manufacturers of the Concentration’ Line—including Buster Brown 
Tread Sttaight Shoes.for boys and girls and’: BROWNbilt 
Tread Straight Shoes for men and women. 
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NEW 


De Luxe, Sports, ““Nu-Matics” 
for Men and Women 
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RIGHT AND LEFT 
EXTRA FINE QUALITY PATTERNS TO ASSURE 
PIG LEATHER INSOLE SNUG-FIT AT ANKLE 
CELAST TOE BOX SPECIAL CONSTRUCTED 
FOUND ONLY GENUINE PIG LEATHER 
IN HIGHGRADE COUNTER 
FOOTWEAR 
SCIENTIFIC SEWED 
HEEL SEAT 
SPONGE RUBEER ENTILATED. NEW SPRING 100% NAIL.LESS HEEL 
ASSURES Commutt "OAR ne VUES Gt AND ELASTICITY SEAT, NO NAILS TO 
VENTILATION ‘CIRCULATION TO EVERY STEP PUNCTURE FOOT 





























Send for Catalog 


of NEW 1934 STYLES 


There's a profitable place in every 
high grade shoe store for Rohn “Nu- 
Matic" Shoes, embodying the soft, 
velvety "cushioned" inner sole which 
brings such matchless, soothing comfort 
to tired aching feet. Famously known as 
"America's Finest Comfort Shoes,” the 
NEW 1934 Rohn “Nu-Matics" for men 
and women embrace new SPORTS- 
STYLES, new DE LUXE Styles as well as 
a complete range of the regular styles 
that are proving such PROFITABLE 
REPEAT SALES for hundreds of dealers. 
Our new 1934 Catalog tells the amazing 
story behind Rohn "Nu-Matics" .. . 
send for your FREE-COPY now. 


ROHN SHOE MFG. CO. 


512 West Florida St. Milwaukee, Wis. 


VOR 


Uu Matic 


CUSHIONED SHOES 
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Every Customer Gets 
Individual Service 


Salem Merchant Believes Feature Shoe Selling 
Calls for Professional Attitude on the Part of 
: the Merchant 


264 Essex st., Salem, Mass., sells shoes to 

customers who know their shoes, and their 
shoemaking, too. Nine out of ten customers of the 
particular locality in which George Ashton carries 
on his shoe shop, are either actively engaged in the 
shoe, leather and allied industry, or they have a 
relative, a friend, or a neighbor who is so engaged 
and is always ready to criticize. 

Selling shoes to customers of such practical infor- 
mation is not exactly like an apprentice “spark” 
telling the veteran fire chief how to fight a blaze, but 
it’s something of that sort, and so George Ashton 
finds that a very practical knowledge of shoes and 
shoemaking is a first essential to progress in his par- 
ticular environment. Fortunately, he is blessed with 
experience in the practical school, for his early days, 
not so very remote from the present moment, brought 
him to an apprenticeship as “floor boy” in a Lynn 
shoe factory. The work seemed hard then, and, in 
fact, was hard,—but out of it came the very practical 
knowledge that is so useful to him these days. 

Of late, a complication has developed, for many 


(gmt W. ASHTON, of Ashton’s Shoe Shop, 


| patrons of Ashton’s Shoe Shop have taken it into 


their heads to give thought to the health of their feét. 
Now George Ashton has met this complication in a 
most practical manner, that of supplying the new 
crusaders for foot health with all the health shoes 
they may desire, and also, offering to them all of 
the useful information about keeping the feet in good 
condition that a shoe store of its size might be 
expected to provide. In brief, the customer must be 
satisfied, and is satisfied. The remark is common 
enough, but always bears repetition, speaking in the 
general sense of the matter. No saturation point is 
yet in sight in this matter of foot health. 

It’s no ordinary business of sell ’°em quick and fit 
’em quicker that this Ashton’s shoe shop carries on. 
The rapid action, mass method practice never would 
do in a store that expects customers to come back for 
another pair of health shoes, and then another, and 
so on indefinitely. The shoes that the Ashton store 
sells have to stand the tests to%which the wearers put 
them, and, also, the critical inspection which friends 
and neighbors give to them. If Vox Populi speaks 
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This useful book contains complete 
buying information on_ twenty- 
seven selected Alden-quality shoes 
to retail from $7.50 to $8.50—all 
carried in stock. We will be glad 
to send you a copy. 

















This Alden all white sport 


model has been accepted and 


approved by the exclusive 


stores of New York, Philadel- 


phia, Washington, Chicago 
and Miami... in fact the Flor- 
ida shops say this is the sport 
shoe of the season... they are 
re-ordering daily. 

ooen epart exter on the York tnst 


- AA toD... 6 to 11. 
retails $8.00 to $8.50. 


ne ALDEN cones 


ABINGTON, MASSACHUSETTS, U.S.A. 
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These forms are made in both open and closed top 
models for either high or medium heel sandals and 
will fit any 4 B sandal. They have also an adjustable 
device in the bottom to take care of variations in width. 














Sell more sandals by effective display 


The season’s new open toe sandals can be 
properly and attractively displayed with 
Fairy Twinkle Toes. 







Sandals can be sold much more easily be- 
cause the customer can see them exactly as 
they will appear in actual wear on the human 
foot. 







Light in weight, attractive, Fairy Twinkle 
Toes are of ankle height finished in a deli- 
cate flesh color with molded toes and rose 
tinted toe nails. 







Place your order today! 


SHOE FORM CO. 
AUBURN, N. Y. 


Nerthampton, England Paris, France 
Frankfort, Germany Melbourne, Australia 
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well of the shoes, that’s so much gain for the store, in 
reputation as well as sales; but if the verdict is other- 
wise—well, it’s bad for the store. Public opinion is a 
powerful factor in selling shoes, and its resources have 
not yet been much more than scratched. 


EORGE ASHTON’S methods are of professional 

standards in respect to their spreading of informa- 
tion about footwear, especially of the health shoe class. 
Customers are drawn in by a desire to acquire knowledge 
of feet and footwear. Some are sent by doctors. The latter 
customers usually have a prescription for a certain type of 
shoes. Occasionally among them is one who does not want 
to take his medicine. This recalcitrant customer has to be 
talked into sensible shoes. That takes diplomacy, espe- 
cially if the customer be a daughter of Eve, who has her 
own strong notions as to:the sort of shoes she would 
like to wear. Her mind must be guided to conform to 
the situation, as well as shoes fitted to her feet. It never 
would do to let a customer of this sort go away dissatis- 
fied, for, like as not, she’ll go back to the doctor with a 
tale of woe, and it’s not good.business to disappoint the 
doctor, for he may not send another customer. And the 
doctors, in a community that goes in strong for health, 
can turn a good many customers into a shoe store where 
they will get the right sort of treatment. 

There seem to be no particular set of rules to apply 
to the situation. Each prescription customer is a case in 
himself, or herself, as the case may be. Some simply wish 
the prescription filled, and that in the shortest possible 
manner, and the less said about it the better. 

Others take a keen interest in the matter, and this 
interest feeds on, and grows on charts and diagrams of 
feet which George Ashton, or his shoe fitters, present for 
their consideration. These charts and diagrams are posted 
here and there about the store, for inspection by cus- 
tomers. They reveal the muscles, and ligaments, of the 
legs and -the feet, as well as the bones. Often does the 
customer explain—‘Well, nobody ever told me before 
that my feet and legs were made like that.” And realizing 
it’s a complicated mechanism, and not a block of bone and 
flesh with which they have to deal, they get seriously 
interested, and, after absorbing a fair amount of informa- 
tion they go forth to tell their friends and neighbors of 
what they have learned. All of which is so much gain 
for general foot health. 





Foot Comfort Increases Sales 


BLUEFIELD, W. VA.—H. Stolch, proprietor of the Sample 
Shoe Store, is having considerable success in making his 
customers’ feet more comfortable through custom fitting his 
own metatarsal sponge crepe pads. He has been in the re- 
tail shoe business for the past 40 years and has had this 
idea of easing the foot through the use of pads cut to fit the 
individual needs of each of his customers for the past 20 
years. Considerable credit: to the remarkable increase in 
business is attributed to the judicious use of ‘these pads. 
Customers report many cases of apparent complete cure of 
minor foot ills. 















BOOT AND SHOE RECORDER, February 24, 


The FOOT FLEX Shoe ... 


by the creators of the first arch supporting shoe 
and combination lasts 


* 


is a feature shoe for men who desire custom smartness and thorough quality as well as comfort. 


Super flexibility and cool comfort is the result of a patented innersole which is split for half its 
length, and in bending with each step conforms to the arch of the foot in such a way that. a sense 
of complete support is enjoyed by the wearer. Further, the adjustable metatarsal sponge rubber pad 
can be easily and quickly placed at the precise point necessary for the individual foot. Demonstrable 
to the customer, this feature is a big factor in making sales. 


Retailers with a clientele who demand the highest quality will find in Foot Flex shoes a line that 
answers the demands of those who must have comfort as well as quality, 


* 


STACY-ADAMS 


COMPANY 


BROCKTON, MASS. 


Custom Grade Shoes for Men 


Since 1875 


! 
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VALUE OF 

The shoes shown on pages 36 and 37, de- 
TO You signed by Vida Moore, and shown at the last 
openings in Paris, bring out an important point 
about white shoes for the coming season. 

White shoes will have more uses than ever 
this year, for street, sports and informal even- 
ing wear. The new linen suits, especially, will 
call for white spectator shoes. White kid is 
being styled for the new, crisp cotton dancing 
dresses. 

White shoes have a new smartness all around 
the clock, when and if developed in new pat- 
terns, materials and combinations. 

Last year the leadership of white was a 
dominance of practicality. It was the universal 
shoe because it was the economic shoe that 
went with everything. But this year its. claim 
to fame must be its style appeal. 

Last Summer whatever was, was white! This 
Summer is the season of the right white shoe. 






CONSIDER THE 
LTS 


THIS LINE 























No. 2414 COFFEE Elk 










Lorber Shoe Co. Changes 


DENVER, CoLo.—In preparation for 
the opening of an exclusive new store 
at 711 Sixteenth Street early in March, 
the Lorber Shoe Co. here is reducing 
space in the old location at 724 Fif- 
teenth Street. The Lorber company’s 
branch in the Fifteenth Street Dry 
Goods Co. is closed as a result of fail- 
ure of the dry goods concern. What 
lines will be handled in the Sixteenth 
Street establishment has not yet been 
decided, but they will be in higher 
price ranges than have been handled 
previously. “We plan to take advan- 
tage of what we consider a steadily 

- growing market for better shoes,” says 
STYLES IN STOCK A. B. Lorber. The new place will be 


managed by A. B. or J. N. Lorber. The 
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Look at these three shoes impartially and notice their unit at 724 Fifteenth Street will be 
crisp lines and expert workmanship. continued permanently. 
Consider also, the practical value of these particular Mod S l 
models for salability right now. odern Store I 

2 tis 2 F OcaLA, FLtA.—M. E. Feinberg is giv- 
We believe the unfailing satisfaction you sell your cus- ing to Ocala its first poses building a I 
tomers with these shoes will provide continued profit modernistic design. “Feinberg’s Boot- " 
for you. ery” as the new store is to be called, has ; 
‘a facade of glass and metal, and is on S 
Better them if you can—but remember that you may the west side of the courthouse square. ‘ 
merchandise your stock more easily—more profitably - = be the only shop in the city b 
and more quickly—with the benefit of Curtis Stephens andling shoes exclusively. st 
Embry complete in-stock lines at your service. i 
Foot Health Begins With the p 
The styles shown can be purchased either unbranded or Child 8 Ww 
bearing our Little Sergeant trade mark. All strap pat- [CONTINUED FROM PAGE 17] fi 
terns are kid lined and French bound. The oxfords, : : e 
English calf lined and more complete descriptions are _ ~ mother took him to a good ay 
a“ : ne EE ge gy sea store, he is a youngster who is inactive, pe 

given in our new in a ey a bookworm who sits at home, reading 
to ask for—NOW. magazines or books, studying lessons. y 
He takes no part in athletics, and the ) 

COMPLETE LINE result is that he doesn’t wear out his 
shoes. Ri 

’ r) 9 “Mother looks at his shoes and the 

INFANT'S, CHILD S, MISSES 4 GROWING GIRLS sole seems to be all right and she says, 
FOOTWEAR ~— jo ta use be pn new shoes.’ bs 
“A child’s foot usually grows about a oO 
TIDTTIC~ , rc. Tr Tulsa ) , half size in six months, at least, if not op 
CURTIS-STEPHENS =~ EMBRY COMPANY more, and shoes last @ year. Die « ne 
= Oe . —_ Ff . size 8, which was originally fitted cor- | 
Tea di 470 S% AUNTS |, CIV rectly, this youngster now needs about reg 
a 4 and the result is that late in life Sig 








WEAR WELTS RETAIL AT $3.00 he has bunions.” 


PLAY 
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To Act as Resident Buyer 


BostoN—Walter A. Brown, formerly 
connected with Thomas G. Plant Co., 
has opened an office at 86 South Street, 
Boston, and will act as resident buyer 
for shoe manufacturers away from the 
Boston leather market. He is pre- 
pared to offer a complete service to in- 
terested concerns. 


Beautiful Shoe Salon 


Charles D. Cline, who has made a 
name for himself with his short vamp 
French slippers in his two French Slip- 
per Shops in Los Angeles and Holly- 
wood, has opened a beautiful shoe salon 
on a concession basis in J. J. Haggarty’s 
New York store. In this shop he is 
featuring only the long vamp shoes for 
women. 

Mr. Cline feels complimented, as this 
is the first time a shoe department has 
been admitted to the Haggarty store, 
one of Los Angeles’ most exclusive 
women’s stores, and Mr. Cline’s conces- 
sion application was accepted after 
more than 1000 had been turned down. 

While the salon had originally been 
furnished as a sports wear department, 
it is well adapted for an exclusive shoe 
department. The furniture is of early 
Tudor period and is imported from 
Europe. The finish is antique, blend- 
ing with the hand-carved woodwork 
and paneling of the walls. The salon 
is separated from the rest of the main 
floor of the store by an elaborately 
wrought iron grill, a feature that gives 
an extra touch of beauty to the vista 
as you approach. The salon is lighted 
by four costly Hungarian chandeliers. 


The carpents are of taupe velour with a: 


sprinkling of Royal Sarouak rugs. The 
effect is that of a beautifully furnished 
living room. 

Mr. Cline is styling a different set-up 
here than in his nationally famous 
French Slipper Shops, as he wishes the 
slipper shops to retain their undivided 
prestige. His long vamp creations in 
his new shop are intended to carry 
Southern California outdoor atmos- 
phere; that is, they are light and airy 
but at the same time practical. The 
strap pump and the oxford with walk- 
ing heels lead in the showing. The 
price range is from $10.50 to $16.50, 
with the main volume price range 
from $12.50 to $15.00. 

Harry McLaughlin, who has been 
with Cline for five years, is the man- 
ager of the new shop. Prior to coming 
to Los Angeles Mr. McLaughlin was 
with Bonwit-Teller and Saks, New 
York. 


Resort Wear Shop Opens 


MriamMrI BeEacH, Fia—The Lynwil 
Salon is a new shop featuring feminine 
footwear and bags which has been 
opened at 943 Lincoln Road. The busi- 
ness is under the management of L. D. 
Williams. New modes for southern 
resort wear have been specially de- 
signed for presentation through this 
shop. 











After all 


BIG 


is a small word 


and it has never been my desire to make Robinson-Bynon 
a big company. Completeness of service and under- 
standing are best accomplished by small groups of con- 
scientious people. 


And that precisely explains why so many retailers enjoy 
doing business with us. 


We have always put friendly relations and the delivery of 
value above size—and are satisfied with the results. 


If you, too, believe in the human element in business, we 
will be glad to number you in the Robinson-Bynon 
family. Just drop usa line. 


HS. 
Pinon — 


ROBINSON-BYNON SHOE CO. 


Auburn, New York 
Combination ~- ; Arch Shoe 


OMBINATION LAST 


ARCH SHOE 


PREMIER 
B-5930—Taupe Scuffed Caracul 
16/8 Built Up Leather Heel 
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aS . b cicer- é 
, the Leaping We ‘ 
Longnosed Lefty never fights 


weight of the Plains, 


except in shoes 


of genuine Kangaroo, 


We all remember the boxer featured in the news last year whose seconds wondered why he was doing so poorly until 
in the seventh or eighth round they discovered he had his left shoe on his right foot and vice versa. There is something 
even more important than making sure each shoe is on the right foot .. . that is, to make sure one has the right shoes! 
@. Kangaroo is the right leather for general daytime use and for evening wear. To the hundreds of thousands of con- 
verts that Kangaroo now has in every state of the Union, new thousands are being added each day. The merry tinkle 
of money pouring into the cash registers of retailers featuring shoes of Kangaroo sounds like the main bell on the Pros- 
perity Special! Seriously: consumer preference for shoes of Kangaroo and the fact that manufacturers are now rating 
Kangaroo in their styled and in-stock lines, is due to four very definite reasons: @ (1) Kangaroo is stronger, weight 
for weight, than any other leather, won’t easily tear or scuff. (2) It is extremely light and pliable .. . easy on the 
feet, soft and comfortable. (3) Its interlaced fibres, 
woven closely together, take a brilliant shine. (4) The 
very idea of shoes made out of the skin of an animal as 
strange as the Kangaroo has a strong sales appeal to the 
average mind. @ The right shoes for your customers’ 
feet, are the right 
shoes for your 
shelves. Feature 
shoes of Kangaroo, 
and get yourself 
some Prof- 
its. 
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A. striking ‘Summer Eve- 
ning” model to be worn with 
“Summer Evening” frocks— 
White Kid No. 81 with heel 
and corset strappings of gold 
and silver kid. 

From Garside. 





WHITE KID 
IN A DUAL ROLE 


And Now we have White Kid Evening 
Slippers, with heels and a lattice design of gold 
and silver kid on the vamp of the shoe. 


Or again there is the little corseted cut step-in 
encircled with bands of pastel Charmooz or 


brightly colored Amalco. 


Fashion demands a difference between the 
Summer Evening Shoe and the Winter Eve- 
ning Shoe. 


The snow-whiteness and soft glove-like feel of 
Amalgamated No. 81 (the original F. B. & C. 
White Kid) inspired this new idea in Evening 
Slippers to wear with sheer summer dance 
frocks. 


Gmalgamaled Leather Companies Sne. 


WILMINGTON, DELAWARE 84 GOLD ST., NEW YORK CITY 
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EET 
ACTS 


Two Lies 
will never 


Begin with the 
foundation! 











Body Health 
and Poise are 
bound to follow. 


MILLER HEALTH SHOES 
are Leading America out of the 
Shoe Depression 


Miller Orthopedic Lasts are fundamen- 
tally correct. They were designed to 
serve specific foot conditions and were 
prescribed professionally as a necessary 
adjunct for the successful treatment of 
various forms of Foot Disabilities. 


NOT ONE PILL FOR ALL ILLS! NO CURE ALL. 


Miller Health Shoes are not “Medicated” or “Doped” with 
’ Insertions or Wedges. 





make a 
Single Truth. 







STOCK No. 878 


For Pes Cavus Foot 
Carried in stock 
AAAA to D 
Retail $7.50 


SOMETHING NEW AND DIFFERENT 






STOCK No. 1821 


For Splay Foot 
Carried in stock 
AAA to E 


Retail $8.50 


THE MILLER SHOE COMPANY 
EXCLUSIVE HEALTH SHOE MAKERS 
Orthopedic direction of Albert E. Klinkicht. 


CINCINNATI OHIO 
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Operating a Service 
Shoe Store 


By CARL N. BUCKMAN 


Youngstown, Ohio 


base, — Customer Confidence. With that firm 

foundation, there is no telling what a store or 
department may accomplish, so with that fact firmly in 
mind, my plans for 1934 call for a thorough strengthening 
of every factor which enters into the warranting of 
customer confidence. 

Customers of old standing and first time customers tell 
us that they believe we are doing a reliable job. There is 
more to the successful operation of a comfort shoe store 
than having good shoes and endeavoring to do a good 
fitting job. The head man must eat, dream and sleep 
comfort shoes. When that fact is firmly established in 
the minds of his customers, then they will know he is 
doing a reliable job. This can be done without one being 
labeled a crank. 

After a reasonable experience of handling both style 
and comfort shoes, I have come to the conclusion that it 
is not profitable for the average store to endeavor to 
specialize on both types of footwear. The public classifies 
a store as one type or the other, unless it be a large store 
in a large town. That’s why this store was turned into a 
comfort proposition. Experience has proved the wisdom 
of this move. 

The next step is to broaden the scope of the store’s 
activities along comfort shoe selling. Through the intro- 
duction of popular priced shoes having corrective features 
and being styled for the younger people, a store has a 
greater chance to increase its range of customers. 

The policy of confining the stock of a corrective shoe 
store to one line of shoes does not always work out well. 
No one make will take care of all types of foot conditions. 
In brief, our operation methods will be to buy certain 
lasts in certain shoes which are best suited to take care 
of certain types of foot trouble; pick one last and the 
freest selling pattern on that last, and carry it right; 
carry a few heart sizes on this same last in other sure 
selling patterns; for extreme sizes and special shoes, we 
will use the special order system. 

When customers know that we can fit them, they will 
wait for a special pair, just as they will wait for a 
doctor’s prescription to be filled. Through this method 
of operation it is possible for a comfort shoe store to 
get an average five times stock turn a year. This state- 
ment is in direct contradiction to the preconceived notion 
that a corrective shoe department cannot average a stock 
turn of over once or twice a year. Our operating experi- 
ence has proven that the net profit of conducting a comfort 
shoe store is greater than that of a style shop, for half 
the volume will produce as much net profit as twice the 
business in the style store. 


SERVICE or corrective shoe store has only one 
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WHERE PERMANENT PLIABILITY — PERFECT 
SUITABILITY—THOROUGH DEPENDABILITY— 
and ECONOMY are factors in sports footwear, 
Juvenile footwear and heavy duty footwear — 
NORTHWESTERN LEATHERS are usually pre- 
ferred. There is a Northwestern Leather to fit your 
need in any one of these divisions. 


NORTHWESTERN LEATHER COMPANY TRUST BOSTON 





- 
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HERBERT G. HANAN ELECTED PRESIDENT 








Upholding the traditions of a shoe 
business that has been in existence for 
more than eighty years, and that ranks 
as one of the outstanding producers of 
shoes of the finest quality for men and 
women, is the responsibility which has 
just been assumed by Herbert G. 
Hanan, who has been elected president 
of Hanan & Son of Brooklyn, to suc- 
ceed his brother, the late Robert W. 
Hanan. 

Mr. Hanan was called from Harvard 
University, where he was in his third 
year, so that the continuity of the busi- 
ness, which has been headed by a 
Hanan since the firm was founded by 
his great grandfather, James Hanan, 
in 1853, might be preserved in fact as 
well as in name. 

The fact that the new president steps 
from college into the presidency of the 
company by no means implies, how- 
ever, that he is unfamiliar with the 
shoe business. He was reared in an 
atmosphere in which the traditions of 
quality shoemaking were respected and 
from boyhood he has shown an eager 
interest in everything that pertained 
to the business with which his family 
name has for four generations been 
intimately associated. When other 
young fellows were spending their 
holidays and vacations in recreation 
and amusements, young Hanan, who 
attended Poly Prep in Brooklyn before 








































HERBERT G. HANAN 


entering Harvard, was busily at work 
in the factory, eager to gain a more 
complete insight into every branch of 
the industry to which he planned to 
devote his life. 

The Hanan firm was founded by 
James Hanan, great grandfather of the 








new president, who came to America 
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from Ireland in 1849. He was suc- 
ceeded as head of the business by John 
Henry Hanan, who died in 1920. For 
years John H. Hanan was recognized 
as one of the great leaders of the shoe 
industry in America. He was one of 
the founders of the National Boot and 
Shoe Manufacturers Association and 
served as its president. Under his lead- 
ership Hanan shoes became synony- 
mous with fine quality and expert shoe- 
making. 

The new president’s father, Herbert 
W. Hanan, like his sons, showed an 
early interest in the business. After 
working in the factory and going on 
the road as a salesman, he'was made a 
member of the firm, which at that time 
became known as Hanan & Son. Upon 
his father’s retirement in 1917 he be- 
came active head of the company, which 
was incorporated in 1931 with Mr. 
Hanan as president. Herbert W. Hanan 
died July 21, 1933. Both he and his 
elder son, Robert, had regarded Herbert 
G. Hanan as a junior member of the 
firm, and the young man sat in at 
many executive meetings, thus gaining 
a first hand knowledge of the shoe 
business and its problems. 

The executive staff of Hanan & Sons 
remains the same, John R. Laycock, 
first vice-president; H. A. Ballentine, 
vice-president in charge of sales; Louis 
Feyk, treasurer, and Joseph Harry 
Hanan, secretary. 

The above officers and Herbert G. 
Hanan, the new president, constitute 
the Board of Directors. 























TO RETAIL $7 TO $8.50 


The “DOCTOR” shoe, as “ae 
your leader, will build re- © 
peat business. 


A-RIGID MEMBER 
B-SPRING STEEL 
MEMBER 


C-RUBBER CUSHION 


UP-TO-DATE ROOMS 
AT DOWN-TO-DATE RATES 


‘Qe! 
TO $3.50 SINGLE 


600 LARGE, CHEERFUL ROOMS 






TO $5.00 DOUBLE 


Private underground passage 















This fine line of men’s shoes provides all the 
structural advantages required for meeting the 
needs of practically all customers. It is the 
correct shoe for accomplishing corrective pur- 
poses. 

The large number of merchants now featuring 


this line to promote foot health is in itself a 
tribute to its quality and construction features. 



















from Pennsylvania Station... 
Saving taxi fare. One block from 
Fifth Avenue and Empire State 
Building. Subways, elevated 


















lines, buses and trolleys stop at 
door. Direction— American 
Hotels Corporation. 

GEORGE H. WARTMAN, Manager 





we 
Patented 
arch construction 
is illustrated above. 
Catalog 


sent on request. 









MARTINIQUE 


BROADWAY AT 32ND STREET - NEW YORK 











COMPANY 


wiscon s.tN 





RACINE 
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From verdant South America, where the climatic condt- 
tions the year round are ideal for the raising of well- 
poowert wt animals, come kidskins which are traditionall; 

meaty and mellow natured. From such incomparable 
skins, KING KID, the acknowledged leader, is produced. 








“Ellen,” style No. 060, 
Black Satin King Kid, by 
Dunn and McCarthy, Inc., 
Auburn, N. Y. Last 105. 
15/8 covered heel, Uskide 
Top. In stock at Auburn. 
AAAA—6-9—AAA—5!/2-9 
AA—5-9—A—AN/,.9 
B—4-9 

C—2!/2-9 

D—4-9 


























KING KID‘S TEXTURE 


Does:Not Acquire Dust... Invaluable! 


Yes, and that’s just one of the many reasons why Satin King Kid’s 


continued popularity is perfectly logical. 

A truly vibrant Kid, with a lustre subdued to meet the approval 
of the woman of discerning taste, Satin King Kid is ideal for both 
morning and afternoon wear; adds distinction to the ensemble 


BLACK GLAZED and provides the most satisfactory and economical answer to the 


++. @ premier kidskin for popular priced 
footwear. Its natural, lustrous finish and sre 
soft, well-nurtured texture make it a dual problem of style and utility. 
cement fevntie annse Be Neten Women who demand elegance, simplicity and comfort in their 
available for women’s shoes. 
footwear find all three in shoes made of Satin King Kid... 


MATURED GOATSKIN 
keep in step with this demand and bring profit to your store. 


WILLIAM AMER CO. 


the best possible combination of style, 
Established 1832 PHILADELPHIA, PA. 





comfort and durability—for men’s shoes. 
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Bookkeeping made so simple that a high- 
school boy would have difficulty in making 
errors of entry. if he follows the guide 
written in every-day language. 















































































































































































































































= — 
wee ae 





——_= a 
wee 


—@ 
en 























































































































































































































The Most Complete Record 


of Finances in the Most Convenient Form 


CONSISTING OF: giving you at a glance your net profits over any period 
Comttns Rutimsins to date, and any detailed information you may require. 

Guide— 
Daily Records— The least entries—the least work — 
Departmental Records— 
Comparative Statement of the least chance of confusion or error. 


Income— 
Daily Record of Salesmen— : 
Comparative Trial Balance— Sales ) DAILY— j Receipts ONE SET 





Cloth board loose leaf binder. Sales Compar- WEEKLY— Disbursements COVERS 

ison Itemized Over- TWO YEARS’ 

BIO -50 compete Cost of Sales ( MONTHLY head REQUIREMENTS 
Westen Pacpaia Returns FIGURES 


Check with USED IN CONJUNCTION WITH OUR STOCK AND DAILY SALES REC- 
bE ge 7 ORD, IT GIVES THE BUSY STORE ACCURATE RECORDS OF EVERY 
is preferr DETAIL. 


Net Earnings STORE. 











MAIL THIS TODAY = | \oor sce t 


209 South State Street 
Chicago, Ill. 


BOOT ax» SHOE RECORDER jr ee ee. 


| —Please send me sample sheets for inspeetien. 





MERCHANTS SERVICE DEPARTMENT 
209 South State Street—Chicago, Ill. 
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THE LASTS 


must be 


CORRECT 


Shoes that fit well must be made over 


lasts correctly designed and precisely made. 


Lasts, with the wood in the right place, 
form the essential background for every type 


of properly fitted and comfortable shoes. 


UNITED LAST COMPANY 


BOSTON, MASSACHUSETTS 


When writing advertisers please mention Boot and Shoe Recorder 
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< ORDER NOW! 
OFFICIAL 


COLORED 
POSTERS 
for 


FOOT HEALTH 
WEEK 


SIZE: 17 x 22 INCHES 
COLORS: APPLE GREEN AND BLACK 


‘ MATRICES OF 5 for $2.00 20 for $4.50 


10 for $3.00 30 for $6.00 


6 SPECIAL 100 for $18.00 
ILLUSTRATIONS We Pay Postage 




























These compelling, colorful posters 










for Foot Health Week are a necessary patt of your Foot 
Advertising $1.50 Health Week promotion! 
Use them in your window displays and for store deco- 
Each set of six matrices includes a ration. Use them in the windows of vacant stores. 
reproduction of the poster, a one- Use them in conspicuous spots all over town. They 
column illustration of the slogan will give a final, powerful tie-up in any well-planned 
circle “Fitting Feet to Keep Feet promotion program. 






Fit,” and four single column il- : ‘ 
rian ons of a man, woman, boy Why not place a quantity order for all stores in your 


and girl walking briskly, for community cooperating in 
teaser ads or “body cuts” in ads. aa FOOT HEALTH WEEK 
BOOT AND SHOE RECORDER, 239 W. 39th St., New York 


Enclosed is check (or money order) for........................ FOOT HEALTH WEEK POSTERS, 
..Sets of Matrices of the SIX Special Foot Health Week Illustrations. . 

























ADDRESS , hen wets 1p og aleletle 









PLEASE PRINT YOUR NAME PLEASE MAKE CHECKS PAYABLE 
AND ADDRESS CLEARLY TO BOOT AND SHOE RECORDER 
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by specifying 


FITZ-ON 


removable 


+ TOP-LIFTS 


Fitz-ONn tops are wanted by every woman 
who sees them. 


They are entirely practical, and longer wearing 
than most other tops. 


They are available on shoes carrying any style 
of Cuban or Louis wood heels. 


Fitz-On top refills are not sold by cobblers — 
women can get them only from stores selling 
Fitz-On equipped shoes. 


The first retailers to sell shoes with Fitz-On tops. 
in each city are reaping a tremendous sales. 
advantage. 


Your shoe manufacturer can supply them upon 
demand at less extra cost than the profit on one: 
sale of refills—the average is nearly three such 
sales for each pair of shoes. 


V 


FITZ-ON SALES CORPORATION FRED W. MEARS HEEL CO. Inc. 
356 Franklin Street 140 Federal Street 
WORCESTER MASSACHUSETTS BOSTON 
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BUY | 


The Dedicharm Shoe 


FASHIONABLE—CORRECTIVE 
AAA-EEE 


IN STOCK 
Large Assortment of 


| 


A 
Beautiful and Latest Pat- 
terns in Diversified Leathers 
ap B = 
To Retail at Ah and > No. 4335 
See Our New Spring Models IN ALL LEATHERS 


LAZARUS FRIED & SONS, INC. 


118-120 DUANE ST. NEW YORK CITY 


NUT 
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pe NEW 


¥ 
Mle 
* THE NEW YORK * 
WHOLESALE SHOE MARKET 
OFFERS TO THE 
SHOE MERCHANT 
NEW STYLES FOR SPRING 


aa Th 
“|| 
TTT 








GOODYEAR WELTS 
OF QUALITY 


IN-STOCK 


1810—ALL BROWN ELK 
I81i—ALL BLACK ELK 
1812—ALL SMOKED ELK 


=e '2" = A-B-C 
MANY MORE STYLES IN-STOCK 


B. FRIEDMAN SHOE CO. 
109 READE ST. NEW YORK CITY 


EASTER IS EARLY THIS YEAR, APRIL 
Ist, AND TO THE RETAILER WHO IS 
CONTEMPLATING A SUCCESSFUL AND 
PROFITABLE SPRING SEASON, THE 
SMART, POPULAR PRICED AND FAST 
SELLING FOOTWEAR DISPLAYED ON 
THESE PAGES OFFER A REAL OPPOR- 
TUNITY TO MAKE IT ONE OF THE BEST 
SEASONS OF THE YEAR. 


* BUY IN THE NEW YORK MARKET x 


; 
) 
? 
} 
’ 
, 
> 
’ 
; 
? 
’ 
} 
} 
? 
} 
? 
} 
} 
’ 


-* 





RR i i eR ei eR A i i i A i i i i i i i i i ee i i ti 








Nae ttt ttt aad 


SAKS PRESENTS— 


THE HIT OF THE SEASON 
“PORTHOLE FOOTWEAR” 


in-stock $2 65 aaa-c 


1267—Black Calf, One Eyelet Tie, Port- 
hole Perforations, 19/8 Continental 
Heel, Medium Toe. 


1268—As illustrated in Brown Kid. 
1269—As illustrated in Blue Kid. 
1275—As illustrated in Patent Leather. 
1276—As illustrated in Grey Kid. 


SAME AS ABOVE IN 4 EYELET 
BLUCHER OXFORD, 17/8 CONT. HEEL @ 
M.J.SAKS SHOE CORP. New vorx city 


HOW TO REACH THE NEW YORK SHOE MARKET 














We hope you will 
consider this acordial 
invitation to call on 
any of the market 
establishments. The 
market is very easily 
reached from any 
part of New York. 
From Times Square 
or Pennsylvania Sta- 
tion, take the Broad- 
way-Seventh Avenue 
I. R. T. express to 
Chambers Street. 
From Grand Central 
Station take the Lex- 
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* NEW SPRING SHOES * 
IN -STOCK 


WATCH FOR THEM IN THIS 
NEW YORK MARKET SECTION 


% POPULAR PRICED FOOTWEAR OF ALL KINDS 4% 


press to Brooklyn 
Bridge. If you take 
the B. M. T. Subway, 
get off at City Hall 
Station. From 42nd 
Street and Eighth 
Avenue take the new 
Eighth Avenue Sub- 
way express to 
Chambers Street 
Station. The great 
wholesale shoe mar- 
ket is but a block 
or two from any of 
these stations. 





MARKET 
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ees WE CHALLENGE COMPARISON 


TURN TO QUALITY PRICE $1.50 


e@eeeeeeeee Sizes 3 to 8 
GOODYEAR WELTS 594 -BROWN KID 
$@ 00 
AT @ 00 


597—PARCHMENT KID 
595—BLUE KID 

IMMEDIATE 

DELIVERY 


Beautiful Contrasting Underlays 
Sheep 


20 Other Styles in Stock 
Lined Shoes 


LEVEY BROS. SHOE CO. 


144 DUANE ST. NEW YORK CITY 
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SENSATIONAL VALUE 


ALL LEATHER SHOES 
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EACH SEASON RETAILERS 
GO TO THE MARKET 
AND SAY 


“WE LTS’ , LEATHER 


AND 
RUBBER 
SOLES 


270 6 


LOW SHOES 
SAME PRICE 


PREWELTS 
220 PATENT LEATHER 222 WI WHITE ELK GENUINE GOODYEAR 
22443 A BLACK ELK WELTS IN 





IN-STOCK 





EACH SEASON LION SHOE COMPANY’S 

SWELTS’! MUST BE GOOD ENOUGH 

TO BRING BACK THE SAME AND MORE 
RETAILERS NEXT SEASON. 


NUD-EAL 


SANDALS 
IN-STOCK 


SIZES 3 TO 8 
4 15 5% 10 DAYS 


18 PAIR LO 
F.0.8. WAR 
Ww YOR 


OWN K 
230 GENUINE BUCK—$1.10 PATENT LEATHER, BLACK, 
—— WHI ya § fae BROWN ELK 
SIZES _6/2-8—$1.00 Ox DS SAME PRICE 
GENUINE BUCK—$1.30 SIZES oe Rosi -35, 12%2-2—$1.70 


MORRIS SHOE CO., INC. Ne CUANE STREET 
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YELLOW 


WEISS SHOE €O., INC. 


137 DUANE ST. 
NEW YORK CITY 
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No. 3495 

PATTERNS THAT FIT IN WITH 
THE CONSUMER'S DEMAND FOR LEISURE AND SPORTSWEAR 
STYLES—KILTIES, SADDLESTRAPS, MOCCASINS 
MATERIALS—WHITE ELK, LIGHT ELK, SMOKED ELK, 

DARK TAN CALF, BEIGE CALF, GUNMETAL 

HEELS—SPRING HEELS, LOW HEELS, COLLEGE HEELS 
SIZES—3 TO 8 


WIDTHS—A-B-C 
WRITE FOR CATALOG. 





ee *% 2444444448484 3488888 
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“THE FRIENDLY HOUSE” 


LION SHOE Co., Inc. 


145 DUANE ST. NEW YORK CITY 
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WHAT MEN 
VALUE INE 
WORK SHOES| 


| PLENTY OF KISTLER 
“BENCH BRAND” SOLE 
LEATHER— —PLUS 
OTHER DURABLE 
PARTS 


Labor is willing and has ability to pay the price of solid work 
shoes. Through the years now passing, when work has not been 
plentiful, Kistler “BENCH BRAND” sole leather was cut in sub- 
stantial quantity for the type of heavy-duty shoes illustrated. 
Those who count the pennies also consider value and they are 
most certain to be seen buying where they know value is sold. 


KISTLER “BENCH BRAND” 
Sole Leather Has The Most Wear Per Iron 


of sole leather cut from any other part of a side of leather, than 
the bend. All bends are not tanned as Kistler “BENCH BRAND” 
sole leather is tanned, as the tanning process is a widely varying 
factor. The methods adhered to, to obtain our BALANCED TAN- 
NAGE, make “BENCH BRAND?” sole leather add a note of beauty 
as well as unusual serviceability to work shoes. Favor “BENCH 
BRAND”. Don’t pay the penalty of poor sole leather. 


Write us for the names of shoe manufacturers making shoes that 
carry KISTLER “BENCH BRAND” LEATHER SOLES. 


bi ISTLE iii 


This chart represents a side 
of leather. The part used for 
KISTLER “BENCH. BRAND” 
SOLES is about 13% of the 
whole side. 
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Brockton Factories Busy 


BROCKTON, Mass.—With sport shoes 
occupying the center of the production 
picture in and about South Shore fac- 
tories, practically every factory in the 
vicinity of Brockton reports a daily in- 
crease on their schedule with several 
well-known makers highly optimistic 
as to the future. 

Brockton, in the opinion of keen 
observers, is hitting its old stride with 
several of the larger factories enjoying 
the best run in at least four years. 

From the volume makers, including 
Doyle Shoe Co., E. J. Givren, and W. L. 
Douglas up the various grades through 
Commonwealth Shoe and Leather Co., 
Brockton Co-Operative Co., M. A. Pack- 
ard, E. E. Taylor, C. A. Eaton, Old 
Colony and Conrad Shoe Company to 
Stetson Shoe Company, E. T. Wright 
and Stacy-Adams Companies, increased 
production is the order of the day. 

Both the George E. Keith Company’s 
men and women’s plants and the W. L. 
Douglas Company are at present in the 
midst of their largest production sched- 
ule in several years and factory execu- 
tives appear quite confident as to the 
future. 

That the all white buck, calf or nu- 
buck shoe which no doubt will dominate 
sales in the lower priced or volume 
field, may result in an increase of com- 
bination tan and white and black and 
white patterns in the medium price 
range is conceded by several well-known 
South Shore executives. 

Accordingly, there appears to be an 
increase in both these combinations of 
leathers and several other firms are 
expecting a late demand in the higher 
grade lines of two tone-calf patterns, 
of brown calf and elk leathers. 

Cuba’s latest contribution to Ameri- 
ca’s shoe makers in the form of its now 
well-known “Hi Li” pattern has many 
imitators’ and the interpretation of 
South Shore designers of this Summer 
sport shoe is indeed interesting, with 
many sales reported to date. 


February 24, 
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Adopts Group Insurance 


NEw York, N. Y.—Walter J. Booth, 
president of the Walter Booth Shoe 
Company, of Milwaukee, Wis., has an- 
nounced the adoption of a double cover- 
age group insurance program, provid- 
ing protection for the men and women 
employed -in the company’s offices in 
Milwaukee, and its plant in Water- 
town, Wis. The plan, which is being 
underwritten by the Metropolitan Life 
Insurance Company, is cooperative, 
with employer and employees sharing 
the cost. Combined with life insur- 
ance, totaling approximately $485,000, 
are sickness and accident benefits. 

Under the plan, individual employees 
receive $500 or $1,000 of life insur- 
ance, while the benefits, payable in 
case of sickness, or injury incurred off 
the job, amount to $7 or $10 a week. 

In addition to the insurance pro- 
visions, the group plan includes the 
periodical distribution of pamphlets on 
health conservation and disease pre- 
vention. 
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Goodrich Annual Statement 


AKRON, OHIO— The following pre- 
liminary statement was issued after 
the regular monthly meeting of the 
Board of Directors of The B. F. Good- 
rich Company held on Feb. 13, 1934. 

The accounts for the fiscal year ended 
Dec. 31, 1933, certified by independent 
auditors, showed consolidated sales of 
$79,293,495, compared with $74,501,804 
in 1932, the increase amounting to $4,- 
791,691, or 6.43%. 

Net profit for the year, after pro- 
vision for depreciation, interest and 
Federal income taxes and deduction of 
profit applicable to subsidiary compa- 
nies’ capital stock not owned by The 
B. F. Goodrich Company, amounted to 
$2,272,514, compared with a loss of 
$6,582,140 in 1932. The difference be- 
tween cost and face value of the com- 
pany’s bonds and debentures acquired 
during the year and credited to income 
amounted to $2,374,937, compared with 
$2,500,957 in the prior year. 

Raw materials on hand and material 
content of unfinished and finished goods 
were valued at the lower of cost or 
market on Dec. 31, 1933. Materials on 
commitment at the end of the year 
were at prices below market prices on 
that date. 

Total current assets amount to $53,- 
322,766 and current liabilities $8,330,- 
854, a ratio of 6.4 to 1. Cash, short- 
term deposits and government securi- 
ties amounted to $12,091,364, which ex- 
ceeded total current liabilities by 
$3,760,510. 


Shows Steady Sales Gain 


OMAHA, NEB.—Panor’s Omaha store 
reports sales for January 40 per cent 
above the same month last year. O. O. 
Kim, manager, says: “The best of it 
just now is that we have made a dis- 
tinct gain since last October, and still 
climbing. We exmerienced no drop in 
sales following the holidays, which is a 
rarity in this part of the country.” 





AIR-TRED 
CONSTRUCTION 


BUILDS LASTING 
FOOT-HEALTH 


Air-Tred Shoes help to correc? 
foot troubles and build perma- 
nently Healthy Feet. Every pair 
of Air-Tred Shoes is made on nat- 
ural shaped foot-form lasts with 
level insoles. No raises, depres- 
sions or so called “corrections” 
are used in Air-Tred Shoes. 

The patented Air-Tred cushion 
filler, in-built between inner and 
outer soles, yields and conforms re- 
siliently to foot pressure. 

Air-Tred patented filler ccn- 


struction— 
a 


Reduces pressure on sensitive 
nerves and muscles. 


Stimulates normal blood circulation 
through the feet. 


Promotes more natural posture, 
better body balance and natural 
foot action when walking. 

* 


These are sales features you can 
demonstrate every day when you 
sell Air-Tred Shoes. Aijr-Tred’s 
exclusive sales features bring new 
customers, minimize lost sales and 
walkouts and build repeat business 
for your store. 


IN-STOCK FOR IMMEDIATE 
SERVICE IN 40 STYLES 


AAA-EEE 2% to 10 


NEW SPRING CATALOG NOW 
READY. SEND FOR YOUR COPY 
TO-DAY! 


OR, BETTER YET, MAIL YOUR 
TRIAL ORDER AND TEST THE 
AIR-TRED FEATURE YOURSELF! 


AULT 


BOOT AND 


FOLLOW 
THE AIR-TRED 


LINE 


FOOT HEALTH WEEK 


and 







No. WI59—FAY 


Black Kid Five-Eyelet Open Throat Tie; 
614 Last; 14/8 Leather Heel; Rubber Top- 
lift. In Stock AAA to E. -60. 

No. WI59-16. Brown Kid. AAA to D. 


85. 
No. W359-44. White Nubuck; 15/8 Cov- 
ered Wood Heel. AAA to D. $3.75. 





No. W342—CLARICE 
Black Kid Five-Eyelet Gypsy Tie; 614 
Last; 15/8 Wood Cuban Ra a Leather 
Toplift. In Stock AAA 
No. W342-6. White Rid” AAA to D. 


No. W342-16. Brown Kid. AAA to D. 
$4.00. 





No. W397—VERONA 
Black Kid Four-Eyelet Closed Throat Tie; 
614 Last; 15/8 Wood Cuban Heel; Leather 
Toplift. In Stock AAA to D. $3.85. 
a W397-7. Admiral Blue Kid. AAA to 
ie, se7- 16. Brown Kid. AAA to D. 





No. W319—JANE 
Black Kid Five-Eyelet Closed Tie; 612 
Last; 12/8 Wood Cuban Heel; Fibre’ Top- 
lift. In Stock AAA to C. $3.65. 


SHACKFORD SHOE CO. 











AUBURN, MAINE 
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Endicott-Johnson 
Reelects Officers 


Enpicott, N. Y.—At the annual 
stockholders’ meeting of the Endicott- 
Johnson Corp. held Feb. 12, all the 
officers and directors were re-elected 
as follows:—Directors, George F. 
Johnson, George W. Johnson, Charles 
F. Johnson, Jr., Bruce L. Babcock, 
H. Edward Chrisfield, William J. Ho- 
gan, Lawrence Merle, Joseph F. Muf- 
fley, Jewett F. Neiley, W. C. Tobin. 

Officers re-elected by the directors 
were: 

George F. Johnson— Chairman of 
Board of Directors. 

George W. Johnson—President. 

Charles F. Johnson, Jr.—First Vice- 
President and General Manager. 

Lawrence Merle—Second Vice-Presi- 
dent. 

H. Edward Chrifield — Third Vice- 
President. 

B. L. Babcock—Treasurer. 

C. M. Firth—Assistant Treasurer. 

F. L. Sleeper—Assistant Treasurer. 

Maurice E. Page—Secretary. 

Howard A. Swartwood — Assistant 
Secretary. 

Leo E. Mills—Assistant Secretary. 

William J. Hogan—Auditor. 

J. C. Merle—Assistant Auditor. 

W. Ogden—Assistant Auditor. 

Linda Stanford—Assistant Auditor. 





Trade-Marked Sole Leather 
As a Selling Feature 


Boston—“Nearly a hundred years 
ago when our company was estab- 
lished,” says W. O. Bentley, vice-presi- 
dent of the Kistler Leather Company 
of Boston, “sole leather did not possess 
the marked difference in selection, tan- 
ning, sorting, cutting and workability 
that it does now. In more recent years, 
the variety of tannages with the cor- 
responding grades of finished leather, 
creates added responsibilities with 
which the shoe manufacturer and mer- 
chant must deal if his interests are to 
be advanced in the most stable and 
profitable manner. This is becoming so 
generally recognized, that sole leather 
from a merchandising standpoint, is 
assuming a degree of importance which 
is complimentary to the tanning in- 
dustry. 

“This somewhat overlooked part of 
the shoe is becoming an important fea- 
ture in influencing sales of shoes. It 
seems to be perfectly natural to disre- 
gard what may be considered an or- 
dinary thing in the effort to devise 
some uncommon feature of shoemaking. 
Sooner or later, however, those things 
with which we are so familiar that they 
appear void of potential profit possi- 
bilities, are found to contain the very 
best elements of a practical merchan- 
dising force, That is what we see 
taking place in respect to trade-marked 
sole leather.” 
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Manufacturer’s Field 
Representative 


New York, N. Y.—The National 
Boot and Shoe Manufacturers Associa- 
tion, in its capacity as Administrative 
Agency of the Code for the Boot and 
Shoe Manufacturing Industry, has se- 
lected E. E. Coté of Weymouth, Mass., 


E. E. COTE 


as field representative to investigate 
complaints and violations. 

Mr. Coté is widely known in the shoe 
industry as a production executive 
through having been connected during 
the past twenty-five years with Hurley 
Shoe Company, Thompson Bros., Hol- 
land Shoe Company, Diamond Shoe 
Company and, more recently, in an 
editorial capacity where he has devoted 
considerable time to the investigation 
of labor conditions for a large group 
of newspapers. 

Together with an intensive study of 
cartels as they are conducted abroad, 
with the administration of codes in 
this country, and the rulings of the 


Planning and Fair Practice Committee © 


of the Boot and Shoe Industry, this ex- 
perience ensures an appreciation of the 
problems of shoe manufacture as well 
as a clear understanding of the adjust- 
ments necessary to meet the require- 
ments of the Code. 

Mr. Coté enters his new duties with 
the conviction that general compliance 
with the provisions of the Code is im- 
perative in order that extended Federal 
regulation will not displace self-govern- 
ment by the industry itself, as now in 
effect. Comment among members of 
the trade indicates that this appoint- 
ment by the Association will have the 
endorsement of the entire industry. 


February 24, 
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Appointed Stewart’s Buyer 


BALTIMORE, Mp.—Ben Cohen has 
been appointed buyer of women’s and 
children’s shoes for the basement de- 
partment of Stewart & Company, 
Baltimore. For eight years he was 
with the Hecht Company, Washington, 
D. C., and was shoe buyer for a part 
of that time. Mr. Cohen succeeds 
Fred Breusing, resigned. 


N. W. Harling Advanced 


SALT LAKE City, UTAH—N. W. Har- 
ling, formerly in charge of the Keith 
O’Brien, Inc., Shoe Department, left 
for St. Louis where he assumed posi- 
tion as buyer for the Wohl Shoe Com- 
pany of that city. Bert Wignall is act- 
ing manager. 


Frank Pierce Promoted 


CoLuMBus, IND.—F rank Pierce, who 
has been head of the shoe department 
of the J. C. Penney store for the past 
year, has been promoted to assistant 
manager of the company’s store in 
Flora, Ill. He is a native of Columbus. 


S. C.Gold Promoted 


LOUISVILLE, Ky.—S. C. Gold has been 
promoted from the downstairs shoe de- 
partment at Kaufman-Straus Company 
to take charge of their department of 
fine ladies’ shoes on the second floor. 


Appointed Manager 


San FRANcIscO, CaL.— At Hale 
Brothers’ large Mission district store, 
John T. Rae has been appointed man- 
ager and buyer. Mr. Rae comes from 
Sommer & Kaufmann. 


Samuel Stern Transferred 


DETROIT, MIcH.—Samuel Stern is now 
manager of the local Burt Shoe Store. 
He formerly held a similar position in 
Kansas City, Mo. 


NATIONAL 





KIRKENDALL 
Bootees 


Kirkendall Bootees are always the big 
favorite with railroad workers, stock- 
yard men, farmers, and others who 
work out of doors. Neat looking, com- 
fortable, yet durably built to stand up 
under the hardest usage. Last but not 
least, so easy to pull on and off . ..no 
troublesome laces! 


Goodyear Welt—11 inch Height, sizes 
5 to 11 in D and E Widths. 


#276 — Black Kip, 
Single Sole, Wide 
Toe Last. 

Price $5.85 


#278 — Black Calf, 
Double Sole, Round 
Toe Last. 

Price $6.85 


* 


WRITE FOR 
NEW 1934 
CATALOG 


Just off the 
press! Handsome 
new catalog of 
Kirkendall boots, 
jodhpurs, bootees 
and boot shoes. 


Write Dept. 224 
KIRKENDALL BOOT COMPANY 


Omaha, Nebraska 


thirkendall 
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Shoe Club Meets 


Boston, Mass.—The Boston Boot 
and Shoe Club is planning another “Big 
Night” in connection with its next 
monthly dinner-meeting at Hotel Stat- 
ler, Feb. 28. The list of invited speak- 
ers is headed by Mayor Frederick 
W. Mansfield of Boston, and the others 
will include F, J. O’Donnell of the J. M. 
Herman Shoe Co., who will have some- 
thing interesting to say regarding the 
menace of Federal prison labor compe- 
tition with private industry in shoe 
manufacturing. 

Harold P. Smith, formerly with Rice 
& Hutchins, Inc., and recently ap- 
pointed District Manager for New 
England of the U. S. Bureau of For- 
eign and Domestic Commerce, also will 
be a guest. 

President M. P. Gaddis will preside 
and is expected to have an interesting 
message for the members, based on his 
recent business tour of the West and 
South. 


MORE 
Appropriate recognition of the death 


aq nd M oO Fe E of Edwin P. Brown, Chairman of the 
United Shoe Machinery Corporation, 
and a member of the Club since 1903, 


this new heel a 
Reports Large Outpu 
j S B E i | Ss P E Cc I F I E D 7 ee cs Shoe 


Mfg. Co., which has been operating at 
full capacity for almost two years, is 
now selling shoes in nineteen states. 





































After discovering the great advantages of Panco Sta-Tite They manufacture a popular priced 

Heels, retailers insist on them. They find that this new, pat- mang which is featured under the 

. . . . name of “Doctor Ridgeway’s Future 

ented heel is more satisfactory to their customers because it Foot Shoes for Children”. A.J. Munith, 

will not track dirt—has a fine, dignified design—never gaps well known by shoe buyers in many 

at the base—and gives twice as much wear as the ordinary — is ve Credit Manager. = 

Magnes P o as been with the company since its 

nail-hole-and-washer” heel of the old type. neniian onl is eee ts Oo 
factory’s present large output. 

If you want another telling selling argument to close sales In a recent three months’ trip 

quickly, specify Panco Sta-Tite to your manufacturer. throughout the southern states, Munich 

obtained orders for 30,000 pairs for 

Spring delivery. He also reports in- 

* creased reorders, an indication of the 






growing popularity of the shoe. L. H. 

Melcher, Factory Office Manager, says 

y ANTHER aa ANCO CO that the company is now doing business 

w with over twelve hundred active ac- 

CHELSEA, MASS. counts of the highest credit rating. 

The factory expects to expand produc- 

tion in the near future to meet new 
and increased business. 











* 
yD aN N C a y New Concession 
I oN Le |v \ S) Los ANGELES, CALIF.— Kay's Shoe 


Stores has opened a concession shoe 
department in Lord’s, large apparel 


department store for women at 605 S. 

1 Broadway. 
The department, featuring women’s 
shoes only and in medium prices, is 


located on the mezzanine floor and is 
nicely furnished in the salon type. 
A. L. Gross, one of the proprietors, 







// 


17 
/ - - / ~ 
[/ 7) Z (@ / iS is in charge temporarily, The Kay 
company now has five stores in southern 
en ee eS en A California. : 

























a ae ee 
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WHAT’S NEW 


New Fitting Stool 


CHICAGO, ILL.—One of the many 
helps that The Scholl Mfg. Co. Inc., 
will accord to those shoe stores who 
have incorporated the Dr. Scholl Scien- 
tific Shoe Fitting and Foot Comfort 
Service Plan as an integral part of 
their business—is the new Dr. Scholl’s 
Shoe Fitting Stool. 


THE FITTING STOOL 


It is made of chromium plate, highly 
polished metal tubing - rubber- 
matter foot rest . . . around which 
is framed, the story and uses of Dr. 
Scholl’s Zino-pads for Corns, Calluses 
and Bunions and for cushioning sore 
spots from shoe pressure. This brings 
to the mind of the consumer, being 
fitted—that here, he or she can obtain 
the Dr. Scholl’s Zino-pads that are so 
extensively advertised. It enables the 
shoe dealer to make these extra sales 

. and gives him a beautiful fitting 
stool at the same time. 

This model of fitting stool would cost 
the dealer $30 in the open market. He 
can obtain it gratis with a small order 
of Dr. Scholl’s merchandise ... or at 
a special discount, if purchased alone. 
Seat is cushioned and covered in Top- 
grain, genuine leather. 


DATES TO REMEMBER 
Ohio Valley Retail Shoe Convention, Desh- 








ler-Wallick Hotel, Columbus... .Feb. 26, 27 


Good Friday 
Easter 
April 2-7 
Leather Opening, Hotel Astor, New York, 
2 SRE ore aoe eran? April 16, 17 


Mother’s Day 


Straus Managers Shifted 


LOUISVILLE, Ky.—T. L. Gordon, man- 
ager of the shoe department at Her- 
man Straus & Company, has been trans- 
ferred to the store at Lansing, Mich., 
and L. Hershorn has been brought 
from Akron, Ohio, to take charge here. 











REGISTERED 


* 
A FEATURE SHOE 


containing all that smart 


women can desire . . . 
AVALON 


T-6243 BLUE KID 
T-1661 WHITE, 
KID 


grace and beauty 
superb comfort 
and superior value 


* 


Of course, Travelese Shoes PAGO No. 2 
sell to women whose excel- 3:13{0 WRowx 
lent taste demands nothing 7 
less than Laird Schober styl- 

ing and quality, even though 

they must have exceptional 

comfort. The number of 

such women in every com- 

munity makes this short in- 

stock line a profitable invest- = 

ment in any high grade * 

store. CASTELLO 


T-1243 MAT KID 
T-3243 BROWN 


KID 
The patterns illustrated = *°°*? BYOP KID 


here can be delivered 
immediately at $7.25 
per pair in widths from 
AAAA to C, and up to 


size nine. 


BIOLA 


T-1244 MAT KID 
T-2244 BROWN 
KID 


* 
ite d, 
Sehahes 
and 
Company 


PHILADELPHIA 
AT MARKET AND 22nd STREETS 










































































» STORE CHANGES 4 








Hanan Merging Stores 


CuicaGo, ILtt.— After twenty-five 
years in the same location on State 
Street, Hanan and Son are merging 
their State Street store with the one 
on Madison Street. Alterations are 
being made here to take care of the 
business of the sister store. The 
policy will continue the same. 

One: advantage that the Madison 
store has had is that it is on the 
ground floor with windows extending 
along two streets. In speaking of the 
move, J. J. Thompson, manager of the 
Chicago stores, said that there have 
been many indications recently of a 
definitely better business up-turn. 





Son Takes Over Store 


Los ANGELES, CALIF.—Harry Berko- 
witz has purchased the interests of his 
father, J. S. Berkowitz, in Berk’s Boot- 
ery at 5633 N. Figuerora Street, in 
this city, and is now individual owner. 
The father, who has operated the store 
for more than twenty-five years, has 
retired from business entirely. Mr. 
Berkowitz, Sr., still holds his interest 
in his second store at 3719 East First 
Street, but his stepson, Abe Schneider, 
has taken active charge. 

Both stores are family stores 
handling only quality merchandise. 
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New Fresno Store 


FRESNO, CAL.—After extensive alter- 
ations and improvements, Nat Bloom 
and Bert Rivkin have opened their 
women’s and children’s shoes and hos- 
iery shop at 1115 Fulton Street, Fresno. 





NATIONAL 


Baker Opening New Store 


Los ANGELES, CAL.—C. H. Baker, 
proprietor of nine fine shoe stores in 
southern California, is showing his 
faith in the future of the retail shoe 
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business by opening his tenth store, his 
finest if not his largest, at 5404 Wil- 
shire Boulevard in this city, and by 
improving all of the other nine. The 
total investment will run between thirty 
and thirty-five thousand dollars. 

The new store, 25 by 115 feet with. 
mezzanine floor for the children’s de- 
partment, will have fifty-eight chairs 
and have a modified modernistic motif 
throughout. The upholstering will be 
in blue leather and the entire floor will 
be carpeted with a four-shade, lock- 
seam carpet. 

Harry I. Fox, assistant manager of 
the Seventh Street store for the Baker 
Company for many years, will be man- 
ager of the new store. The new loca- 
tion is in the most fashionable section 
of the city, but medium prices will pre- 
vail as in other Baker stores. In wo- 
men’s shoes the price range is from 
$2.95 to $10.50, and in men’s shoes 
from $3.50 to $10.00. 

A complete new front is being in- 
stalled in the Baker store at 885 Mar- 
ket Street, San Francisco, and at 451 
Broadway, Los Angeles. New window 
fixtures, metal and glass, are being in- 
stalled in all other Baker stores except 
the one at 6664 Hollywood Boulevard, 
where a new window back is being put 
into place to give the windows a bright- 
er appearance. 

The big store at 629 South Broad- 
way, Los Angeles, is being toned up 
with new chairs throughout, 168 chairs, 
all in red leather upholstering. 





FOREMOST IN 
FRIENDLINESS 


There's a new regime at Hotel LaSalle—a friendly 
"what-can-we-do-for-you"" spirit that will make you 


happy here. 


You'll find us cheerfully ready to serve—anxious | 
to make you feel at home—determined to win 


your constant friendship! 


Here's a famous hotel, with outstanding facili- 
ties, and yet with warmth and hospitality that evi- 
dences our personal interest in you. 


Our rates will please you, too! 


James Louis Smith, Manager 


LaSalle 





HOTEL L»SALLE CHICAGO 








Mbloderate in price 
and convenient 


gw If your pocketbook is modest...here is an 
ideal place to stay in New York. 

w If you want convenience...you’ll find your- 
self in the center of the shopping district, 


one block from Fifth Avenue, one block from 


Madison 








Hotel 


Herald Square 


116 WEST 34TH STREET - OPPOSITE MACY’S 





Penn Station. All other means of transporta- 
tion within half a block. 

a lf you want good food...you'll enjoy our 
meals prepared by women cooks...only fresh 
vegetables used... home baked pastry. 

w If you want an illustrated descriptive booklet 
with a beautiful map of New York City...send 
for Booklet M. 


K | I. M. WIESE, Manager 


NEW YORK CITY 
@o6é 
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A SHOE’S LIFE HANGS BY ITS HEEL! 


ARE SCUFF-PROOF 
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“PYRAHEEL” IN NEW ROUGH RIPPLE GRAIN TEXTURES AND BUILT UP LEATHER EFFECT 





READ THESE 
5 SELLING POINTS 
Found only in” Pyraheel” 


1. PYRAHEEL will not scuff or mar, or 
show signs of wear. It’s scuff-proof. Easily 
cleaned to original beauty. 


2. PYRAHEEL gives a new sales argu- 


ment. Combines style with extra-long wear. 


3. PYRAHEEL strengthens the wood 
block. Cemented to the wood, it helps to 
prevent broken heels. Is lighter in weight. 


4. PYRAHEEL can be adapted to fit any 
style or type of shoe ensemble. 


5. PYRAHEEL is a superior heel cover. 
Is better for high grade shoes . . . better for 
moderately priced grades too. 











WEEN the heel is scuffed or scraped, the shoe is ruined. Nothing can 

bring back the smooth grain or smart rippled texture of the heel. Pyra- 
heels on the shoes you sell will give your customers heels that will not 
scuff or nick or scrape. Think what that means to the life of a shoe! And 
Pyraheel’s long-wearing quality and scuff-proofness are only matched by 
its great beauty. It is available in most textures used in shoe materials. 
Note Pyraheels illustrated, in the rough, ripple grain finish and built-up 
leather effect, the smartest heel covering materials for Spring and Summer 
shoes. Many of the leading shoe manufacturers have adopted Pyraheel as 
standard heel covering material. You should know more about these heels 
and have them on the shoes you sell. For information, write to Du Pont 
Viscoloid Co., Empire State Building, Dept. 25, New York City. In Canada: 
Canadian Industries Ltd., Pyralin Div., Montreal, Quebec. 


PYRAHEEL 


REG. U. 5. PAT. OFF. 
REG. U. S. PAT. OFF. 


MAKES SHOES EASIER TO SELL 





When writing advertisers please menticn Boot and Shoe Recorder 









WHERE TO BUY 


Women’s Shoes 


8 oer 








ORIGINAL 


Dit 


FOR MEN 
|. P. SMITH SHOE CO 
Chicago, Ill. 
Both lines carried in stock. 
FOR WOMEN 
THE JOHN EBBERTS SHOE CO., Inc. 
Buffalo, N. Y. 














SOCIAL 
IN STOCK 


X4018 Black Satin.$1.75 
4020 White Faille. 1.75 
X%4520 White Linen. 1.50 
X4522 White Kid.. 1.85 


B width only 







WRITE FOR CIRCULAR 
TERMS 2% 30 DAYS 


HANNAHSON'S SHOE CO. 


HAVERHILL, MASS. 








A PROVEN HEALTH SHOE 
In the North, South, East and 


West The 


ist Boy Shoe 


There a —— 

Clara 

counts yy "YOUR 

section of the coun- 

try a yours one of 
m 






SHAM: PIERCE SHOE COMPANY 
ARIBAULT, MINNESOTA 


» STORE CHANGES 4 














GENUINE HAND TURNS 
$340 
net 


ONE 
GOOD TURN 
SELLS 
ANOTHER 


No. $2893 PATENT LEATHER “EDNA” 


ay | Heel—AAAA to C 
9—Med. Toe Last 


DODGE, BLISS & PERRY: INC. 


HEW URYPORT, 
“THE CORRECT DODGE FOR wtih “OCCASIONS” 





IN 
STOCK 








| vertising. 














L. A. Moton Starts Store 


GASTONIA, N. C.—Lawrence A. Mo- 
ton has leased the building at 118-120 
West Main Avenue and is opening a 
women’s shoe store with prices of 
$2.95, $3.95 and $4.95. The name of 
the new store which opens next week 
will be Moton’s Shoe Store. 

A native of Gaston county, Mr. Mo- 
ton has had 12 years experience as a 
salesman. His first experience was 
with the O’Neil Company, with which 
firm he worked for several years. For 
two years Mr. Moton was manager of 
the Clarksburg Shoe Store at Clarks- 
burg, West Virginia. He recently re- 
turned to Gastonia to make his per- 
manent home. 

This store, says Mr. Moton, will 
carry a big selection of ladies’ shoes, 
keeping a complete stock at all times, 
adding each week the latest and most 
popular designs. He will also carry 
a full line of ladies’ hose and handbags, 
all popular priced merchandise. 





Important Lease Consummated 


CLEVELAND, OH10—One of the largest 
recent retail leases in the downtown 
district has been closed. Edison Bros. 
Stores, Inc., of St. Louis, has taken 
the store at 410 Euclid Avenue occu- 
pied by the Blyn Shoe Co. since 1929. 
The new lessee is one of the biggest re- 
tailers of women’s shoes, and has a 
chain of 80 other stores throughout the 
the country. 

The lease is for five years at 7 per 
cent. on gross sales with a total mini- 
mum for the term of $100,000. The 
store is 18% feet by 100 feet with a 
mezzanine 60 feet deep and the lease 
extends over 1500 square feet on the 
second floor. 

Attorneys in the leasing deal were 
Robert D. Garson of Halle, Haber & 
Berick for the lessor and I. R. Morris 
for the lessee. 


Heilborn Shoe Co. Moves 


PROVIDENCE, R. I.—The Charles T. 
Heilborn Shoe Co., previously located 
on the fourth floor of the Woolworth 
Building, has been moved to a location 
on the second floor of that building, 
which fronts on the city’s main shop- 
ping street. 

Frederick F. Fisher, vice-president, 
states that increasing business necessi- 
tated the change, which gives them 
larger floor space. They now have four 
private fitting booths, a stockroom, be- 
sides the main waiting room and re- 
ception room. 

A window display used in a vacant 
store at a main street intersection of 
the city brought them increased busi- 
ness and proved a profitable bit of ad- 
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Opens Immediately After Fire 


WATKINS GLEN, N. Y.-—Despite up- 
ward of a $50,000 loss in a $200,000 
fire that swept four downtown build- 
ings Jan. 16, Hughey’s Boot Shop 
opened for business in temporary quar- 
ters two days later with fresh stock 
ordered by telegraph. 

The store is a partnership of Mott 
B. Hughey, prominent in the New York 
State Retail Shoe Dealers’ Association, 
Floyd T. Brown and H. Raymond Dun- 
ham. Their store was in the Graham 
Block, which was reduced to a shell by 
the flames. 

They leased quarters a block away, 
wired New York and reopened. 





Store Moving 


Los ANGELES, CAL.—The Kirby Shoe 
Store formerly at 4630 Whittier Boule- 
vard in the Belvedere Gardens section 
of the city has moved to larger and 
finer quarters at 4725 Whittier Boule- 
vard. Sandy Menien who has been 
serving as manager in the old quarters 
is still in charge in the new. The stock 
has been greatly enlarged and forty 
chairs provided. According to Mr. 
Menien sales have practically doubled 
in all departments since the move. The 
store is a regular family shoe store in 
the medium price field. 





Enlarges Shoe Departments 


WoRCESTER, MAss.—A new, enlarged, 
modern shoe department has been op- 
ened on the street floor of the MacInnes 
department store, following discontinu- 
ance of their third floor shoe depart- 
ment. With this change also, the de- 
partment has been named local distrib- 
utors of Red Cross shoes. 

They are also opening a new base- 
ment shoe department, to be known as 
the New Budget Shoe Department, 
where popular-priced footwear will be 
featured. 
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The Lincoln...one of New York’s newest and largest hotels...again 
proves that this old saying is: just as true today as it was decades ago. 
During the past three months it has enjoyed an increase of 38% in 
room sales and 92% in food sales...Of course, there’s a reason...you 
get superior accommodations at a fair price. 1400 large outside rooms 
each with private bath and shower, cabinet radio and servidor... 


PLUS all the advantages of a 4 STAR HOTEL IN NEW YORK 


FOR BUSINESS...One 
block to Broadway and 
Times Square, 3 blocks to 
Fifth Avenue and eight 
minutes to Wall Street. 


LOS 


FOR DINING...Three 
fine restaurants...the 
coffee roomi,the main din- 
ing room (with dancing) 
and the cafe and bar. 


FOR RECREATION... 
Sixty-nine theatres with- 
in six blocks. Four short 
blocks to Madison Square 
Garden for sport events. 


FOR QUIET SLEEP... 
High above the noisy 
clatter of the street, our 32 
stories of fresh air and sun- 
shine assure you quiet rest. 


FROM $2.50 SINGLE + FROM $3.50 DOUBLE 
Special rates for longer periods. Send for Booklet S. 


JOHN T. WEST ' 


General Manager wane 


Under direction of FRANK W.KRIDEL 44TH TO 45TH STS. AT 8TH AVE. - NEW YORK 


When writing advertisers please mention Boot and Shoe Recorder 
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WHERE TO BUY 
Men’s & Women’s 
Slippers 


Oh he 


W. S. CHASE & SONS, INC., 
HAVERHILL, MASS. 
In Stock—Mon’s Full Leather Lined 
Handturned Slippers 
Priced from $1.75 


Kid Pullman Slippers 
colors and black with 


Snap Pocket 1.35 
fi Zipper Pocket $1.50 


KUSH-IN-EZE 


HAND TURNED 
FOOTWEAR 
IN STOCK 


No. 156 Black 
Kid $2.35 


No. 401 Black 
Kid $1.85 


SEND FOR CATALOG 


VAUGHAN-TOWLE CoO. 
WAKEFIELD, MASS. 
(Division of L. B. Evans’ Son Co.) 


KL LLL 


8 FF FT ET Te 


WHERE TO BUY 
Men’s Shoes 














“HIGHEST GRADE 
L___ EAST WEYMOUTH, MASS.U-S.A. | 


The 
Oeds naan oe SHOE 


MEN'S FINE SHOES 
@LD COLONY SHOE CO. *0CKTON 


RK BOSTON 
warbridge Bids. 10 High St. 

















Klaus Makes Change 


C. F. Klaus, who has been represent- 
ing the H. C. Godman Shoe Co., is now 
traveling for the Davidson Shoe Co., 
covering Indiana, western Ohio and 
eastern Kentucky. 
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THE SELLING END 


Active Hotel Committee 


Harry Bennigson, recently appointed 
Chairman of the Committee on Hotels 
by Leopold L. Imig, President of the 
National Shoe Travelers Association, 
has started to make this particular 
committee one of real activity and bene- 
fit to all commercial traveling salesmen. 

To combat the argument of the hotel 
men that the high costs of sample 
rooms are necessary, he goes back to 
pre-prohibition days when the sale of 
liquors not only paid the overhead but 
brought a neat and tidy profit to the 
hotels. 

Prohibition did cut down this big and 
substantial revenue, making it neces- 
sary with many hotels to make up the 
difference by putting up the prices on 
all rooms, particularly sample rooms. 

Chairman Bennigson proposes a 
campaign for all shoe traveling sales- 
men to unite as one—that as all hotels, 
except resort hotels, are principally de- 
pendent on this class of trade, they 
should encourage more visits from 
them and share in the benefits of the 
repeal of the 18th Amendment by re- 
ducing the rates on sample rooms and 
sleeping rooms to meet present-day 
pyrchasing powers and the income of 
thé commercial traveling salesmen. 


Find Prospects Bright 


Jack N. Cherniss, vice-president of 
the Juvenile Shoe Corp., after covering 
St. Paul and Chicago last week, went 
on for a “round up” of accounts in 
Memphis, New Orleans, Dallas, Houston 
and San Antonio, and is due back at 
Los Angeles Feb. 20. Jack says he finds 
business not only good but that this 
year will be one of his best for pairage 
sold. 

E. B. Steere, sales manager of the 
J. P. Smith Shoe Co., Chicago, is headed 
for Florida, driving, for his first vaca- 
tion in several years. Business with 
his company is unusually good, the fac- 
tory running to its capacity. 


Warren Has Beacon Line 


H. O. Warren who has been traveling 
Indiana and Michigan for thirty-three 
years is covering the same territory 
for Beacon Shoe Company, Manches- 
ter, New Hampshire. Warren formerly 
sold the line of shoes made by F. M. 
Hoyt Shoe Co., and is very well known 
in the territory. 


Lowe Takes Till Line 


Marsh Lowe, who has been selling 
shoes for many years, and well known 
to the retail merchants in Indiana, has 
taken the Till Shoe Co. line, Owego, 
N. Y., for Indiana and Illinois. 





TRADE LITERATURE 


Vitality’s Catalog Appears 


St. Louis, Mo.—tThe Vitality Shoe 
Co.’s latest contribution in catalogs is 
well worth mentioning in tones of 
praise, for it is a beauty from cover to 
cover. Upwards of one hundred in 
stock styles for Spring and Summer 
in men’s, women’s, boys’, misses’ and 
children’s shoes are _ illustrated—one 
illustration to a page. The cover is 
simply and beautifully designed, with 
a bluebird as the chosen symbol. In the 
women’s line Goodyear Welt and Silou- 
welt (cemented) and United Process 
(cemented) are the constructions used. 
In the men’s, boys’, growing girls’, big 
misses’ and children’s lines, Goodyear 
Welt construction is used throughout. 
The company proudly states that its 
stock department lineup is the most 
comprehensive to date, with prices hav- 
ing been made with the most careful 
consideration of the necessity for an 
adequate markup for dealers. 


NATIONAL 


Detroit Chain Grows 


Detroit, Micu.—The Boston Boot 
Shops are opening their seventh local 
store at 111 State St. the first of Feb- 
ruary. A complete line of medium- 
priced women’s shoes and hosiery is 
being carried. The location taken is 
the former site of the Capital Shoes. 
Inc. 


Moves Shoe Department 


CLEVELAND, OHIO—The Wm. Taylor 
Son & Co. has moved the women’s shoe 
department to the first floor, making 
them the only department store in 
Cleveland to have a first-floor women’s 
shoe location. Queen Quality, among 
other brands, will be featured, reports 


buyer George Snyder. 
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Manufacturers and Shoe Merchants who are 
desirous of meeting the insistent demand for 
lightweight, close edged, and flexible footwear 
will find the UCO LOCKSTITCH SHOE of 


notable interest. 


Refinements of major importance are combined 
to make this SEWED SHOE one of the out- 


standing new developments in smart shoes for 


THE women. 
UCO LOCKSTITCH 
SHOE 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
When writing advertisers please mention Boot and Shoe Recorder 














WHERE TO BUY 


Children’s Footwear 


oo 6 








MRS. DAY’S IDEAL BABY SHOES 


Flexible Hard Soles. ..2-8 
Send foe In-8took 


MRS. DAY'S IDEAL BABY 
SHOE Co. 
Leeust St. Danvers, Mase. 











A FIRST WALKING SHOE 


wort of 

AMERICA’S TODDLERS 
SWAN shoes of selected 
leathers and findings, 
particular workmanship 
and fine fitting styles 
are a profitable line for 
the retailer. High shoes, 
oxfords, one straps and 
sandals in 
stock. Moccasin 
or plain toe in 
white, tan and 
smoke elk and 
patent leather. f 
Immediate de- 
livery. Write 

for prices. 

SWAN SHOE CO., INC. 
Baltimore, Md. 

New York Office—705 Marbridge Bidg. 







Blucher 
Oxford 














WHERE TO BUY 
Shoe Trees 








QUICK PROFIT Hie iQ 


SIMPLEX SHOE TREES 
ry 3 FOR MEN 


SELF ADJUSTING 


"non oanen 

nserts or Rem 

rd Simplex 
SHOE TREE | Co. 


WRITE FOR 
UNIQUE 
SALES PLAN 














FE 
Ros w anaes st onic itt | 





WHERE TO BUY 


Women’s Shoes 








THE PUMP WITHOUT A GAP 
GENUINE coare cecosse 







Kaffr Calf 









BETT SHOE CO. 
58 N. 4th St., Philadelphia, Pa. 














New Youngstown Store 


YOuNGSTOWN, OH10—Levine & Sach- 
erman Shoe Co. has been chartered 
under Ohio laws with a capital of 250 
shares of no par stock to operate a 
retail shoe store at 143 West Dennick 
Avenue. The incorporators are Abra- 
ham L. Levine, David S. Levine and 
Florence Null. The company will also 
operate a hosiery department. 





Paintings With Sandal Displays 


Los ANGELES, CAL.—“Golden Play 
Days and Silver Nights” was the theme 
carried out with a background of real 
paintings in a big display of desert 
sandals in the May Company store 
here. The paintings were secured in 
the art department. 

The shoe department is skirted with 
a long row of island type show cases 
which serve as a sort of partition be- 
tween that department and the toilet 
goods department. The floors of these 
cases were all sanded and the paintings, 
all of desert scenes, both sunlight and 
moonlight scenes, were hung behind 
the sandal displays. About 10 paint- 
ings were used. 

Two cases were given to ski shoes, 
and in such cases the floors were cov- 
ered with artificial snow and the dis- 
plays backed up with paintings of snow- 
capped mountains. 





Back With Huth & James 


Ed Huth announces what will be a 
source of pleasure to a host of friends 
of the company and Mr. James, that 
Wm. G. James has returned to the or- 
ganization after an absence of two or 
three years, in charge of the factory. 
E. J. Beckman will continue as buyer 
and also in charge of factory efficiency 
and research work. The company is 
having an unusually good business and 
having to operate their plant at its 
capacity, ranging between 4500 and 
5000 pairs per day. 





OBITUARY 





Edward Hudnall 


JACKSONVILLE, FLA.—Edward Hud- 
nall, who has been identified with the 
shoe industry all his life, died at his 
home here at the age of 71. He had 
been bedridden for more than two 
years. 

In his later years Mr. Hudnall cov- 
ered territory in the South and West, 
selling for various manufacturers in 
Brockton, Weymouth, Lynn and Haver- 
hill, Mass. 

The passing of Mr. Hudnall will be 
felt by his score of friends—particular- 
ly those who had been associated with 
him in the shoe business. 

His widow, Mrs. Aza Hudnall, one 
son, Edward Hudnall, Jr., and two sis- 
ters survive him. 
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French New President of 
Stacy-Adams Company 


Brockton, Mass. — William A, 
French, veteran executive of the Stacy- 
Adams Company and a recognized au- 
thority on leathers succeeds the late 
Clarence P. Waide, president of the 
Stacy-Adams Company, who died sud- 
denly Feb. 11. 

In assuming the presidency of this 
nationally known quality house, Mr. 
French will continue in his official 
capacity as leather buyer with the com- 
pany’s general sales policy directed as 
heretofore by John McElaney, vice- 
president and treasurer and one of 
the industry’s most popular sales 
executives. 





WILLIAM A. FRENCH 


With the passing of Mr. Waide, 
B. Harrison Cort, general superinten- 
dent of the factory becomes a vice- 
president and William H. Larkin, vet- 
eran salesman of the company was 
elected a director. 

Rounding out 44 years of service 
Mr. French assumes the office of presi- 
dency in a factory where he started 
as a shoe cutter. Acquiring his knowl- 
edge of shoemaking at the bench in the 
factory of his father, the late G. E. 
French, who years ago conducted the 
French Bros. factory at Stoughton, he 
later worked for A. R. Jones and 
Houghton & Coolidge, before entering 
the employ of Stacy-Adams. 


His natural knowledge of leathers 


soon brought him to the post of leather 
buyer for the factory and over a period 
of 85 years he has been recognized 
throughout the East by shoemakers and 
tanners alike, for his unusual knowl- 
edge of leathers. The consistency of 
quality leathers in Stacy-Adams foot- 
wear may be attributed to his rare 
judgment. over a period of years. 
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Cincinnati Plans For Foot 
Health Week 


CINCINNATI, OHI0—Special observa- 
tion of Foot Health Week will be made 
by most Cincinnati shoe merchants. 

H. W. Frohman, buyer and manager 
of the John Shillito Company’s better 
shoes department, says that they will 
make a special display of the Arch Pre- 
server and Red Cross shoes. Attractive 
windows and newspaaper ads will aid 
in the display. 

D. W. Thompson, assistant buyer and 
manager of the Smith-Kasson better 
shoe department, says that their store 
will have one of the most attractive 
and exciting displays ever put on in 
observation of Foot Health Week. The 
display will be put on by the Lockwedge 
Corporation of America. 

Harry Cohen, manager and buyer of 
The Fair’s better shoes department, will 
make a special display of the Lady 
Hamilton health’ shoe during Foot 
Health Week. 

John F. Kipp, buyer and manager of 
McAlpin’s Smart Age Shoe Shop, will 
feature the Red Cross shoe. 

Edward Kirchner, manager of the 
Orthopedic Shoe Store, will make a spe- 
cial window display of the Ground 
Gripper, Cantilever and Dr. Kahler 
shoes. Special newspaper ads will also 
be run. 

A. Winton, assistant buyer and man- 
ager of the H and S Pogue Company 
shoe departments, says that a special 
window of children’s shoes will be one 
of the features for Foot Health Week 
and additional. advertising will be car- 
ried in the papers. Other special fea- 
tures will be put on in the various 
departments. 


New Foot Health Headquarters 


OgpEN, UTAH.— Orthopedic Shoes, 
Inc., makers of: Ground Gripper, Can- 
tilever, Physical Culture and Dr. Kahler 
Shoes, announce that the L. R. Samuels 
Shoe Store of 2473 Washington Avenue 
has opened a Foot Health Headquarters 
department. 

The Samuels Foot Health Headquar- 
ters will be under the direction of a 
thoroughly experienced orthopedic phy- 
sician, Dr. W. C. Swanson, graduate of 
the Illinois College of Chiropody and 
Foot Surgery. 

The Samuels Foot Health Headquar- 
ters will specialize in Cantilever Shoes. 


X-Ray fitting under the skilled direc- 


tion of Dr. Swanson will be a feature 
of the department. 

The Ogden Foot Health Headquar- 
ters is but one of several new Foot 
Health Headquarters established by 
Orthopedic Shoes, Inc. The basic 
thought back of Foot Health Head- 
quarters, namely, the grouping in one 
store of various types of orthopedic 
shoes to fit the requirements of various 
types of feet, plus skilled fitting by 
orthopedic specialists, has had a wide 
appeal to the trade, as evidenced by 
the increasing number of Headquarters 
established in various parts of the 
United States. 


February 24, 


1934 
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Unusual Juvenile Catalog 


Aurora, Mo.—The Juvenile Shoe 
Corporation is sending out to the trade 
this week what appears to be the most 
unusual of the many nice types of 
catalogs with which manufacturers 
supply their customers and prospects 
as an aid to quick service and buying 
from stock. 

The art treatment is of the moderne, 
and is carried out not only in the cover, 
but in the unusual feature of having 
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five separate and distinct sections, each 
with an individual treatment of its own, 
and each colorfully indicated by differ- 
ent colors of cellophane, these sections 
covering “National Park Sport Walks,” 
“Dude Ranch Camp Mocs,” “Mountain 
Hiker” sport shoes, “Clinic”? Shoes for 
Nurses, and “Kewpie Twins” for 
children. 

Another unusual feature is the use 
of the new spiral steel wire binding. 
The catalog on being opened thus lays 
flat. 


Pittsburgh Membership Drive 


PITTSBURGH, Pa.—A drive to enroll 
every shoe retailer in Pittsburgh and 
its vicinity in the Pittsburgh Shoe Re- 
tailers Association has been launched 
by the local organization. Plans call 
for a free dinner to be held April 19, 
to effect the reorganization of the asso- 
ciation. 

The committee in charge consists of 
Morris Browdy, Harry Ritter, Bert 
Morrison, Wilfrid Kuhl, Ben Klein and 
Sam Levine. Election of officers has 
been postponed pending the reorganiza- 
tion. 


New Arizona Store 


WILLcox, AriIz.— Harry Colton has 
leased the Briscoe store building here 
and will open a new shoe store shortly. 
Shoes for the entire family will be 
carried in stock. Opening will follow a 
complete program of remodeling. 























This ‘short-cut’ location 
saves Time and Money 
in New York... 


The Piccadilly is “close to everything.” Ninety 
per cent of your calls are within a few minutes’ 
radius of this new hotel, and its short-cut loca- 
tion will save time (and taxi fare) in covering 
the town. 


And when you need relaxation, you are right 


in the center of theatres and amusements . 
say nothing of the Piccadilly’s own “Silver 
Lining” Cocktail Room Perfect. 
ner and supper, with dancing in the Georgian 
Room, for one dollar! 


RATES FROM 


*2.90 


- to 


De luxe din- 


The Treasurer himself will applaud your keen 


sense of values in choosing this hotel, where 


ROOM WITH BATH 
450 Outside Rooms 


Hotel 


comfortable rooms and delicious meals are 
bargains. 


PICCADILLY 


45TH STREET, WEST OF BROADWAY 
William Madlung, Managing Director 











WHERE TO BUY 


Hosiery Protectors 


CO 





When you see the name 


TIFFANY 


on fine jewelry 
or 


WALK-EZE 


on Stocking Protectors 
it means QUALITY 


Only WALK-EZE’S are 

made of patented Komi- 

8 he non-injurious 

material that is durable 

—washable—hygienic and 
proef. 





Sizes for Women, 
Men and Children 


Order from your jobber or 


Protected by 
Patent Numbers 
. $. 1669790 
CAN. 281021 
WALRK-EZE Sales Offices Stamped on every pair. 
Executive Office: Syracuse, N. Y. 
NEW YORK: 1141 Broadway 


CHICAGO: 114 E. Austin Ave. 
CANADA: 729 St. Antoine St.. Montreal 
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WHERE TO BUY 


Leathers 








MANDRUCCA Mad 






cuted, 


R. NEUMANN & CQ. 


HOBOKEN, NEW JERSEY 














New Wholesale Store 


Boston, Mass.—J. Musinsky & Sons 
have a new wholesale store at 516 
Essex Street, S. Macris, manager. The 
company has been wholesaling shoes in 
Lynn for years. Mr. Musinsky, the 
senior, started as a retailer. Edward 
Nelson, who was formerly manager of 
Braude, Goodman Shoe Co., Beverly 
manufacturers, is now with J. Musin- 
sky & Sons. 


Blog Changes Policy 


New YorK, N. Y.—Maurice Blog, 
president of the Blog Shoe Findings 
Company at 147 Duane Street, an- 
nounces the change of the firm to Blog 
Shoe Co., Inc. The new firm will not 
keep on with its shoe findings business 
but has entered into the wholesale shoe 
field. Blog Shoe Co., Inc., will concen- 
trate on juvenile footwear, slippers of 
all descriptions, tap dancing shoes, and 
ballet shoes. Maurice Blog will head the 
new company. 
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ACUSTOMER FROM THE “FOOTLIGHTS” 




















INDIANAPOLIS, IND.— “Good shoes, 
properly fitted, are essential to a happy 
disposition,” said Ted Lewis, “Medi- 
cine Man for the Blues,” who is shown 
being fitted with Arch Preserver Shoes, 
at the Marott Shoe Store. “Yes, Sir! 
They’ll make your feet happy at Mar- 
ott’s.” As the high-hatted tragedian 
of jazz left the store he smilingly re- 





Waterproof Shoe Display 


SALT LAKE City, UtaH — Hunter- 
Thompson, Inc., are effectively pushing 
sales of waders shoes with an electri- 
cally controlled device—a Dutch boy 
with a pair of these shoes, which moves 
back and forth through just enough 
water to thoroughly soak the shoes. 
The store reports a favorable business 
increase over this time last year. 





Donates 50,000 Pairs Shoes 


BALTIMORE, Mp.—Poor children will 
remember Raymond A. Sinsky in their 
prayers for he has again sponsored the 
work of distributing 50,000 pairs of 
shoes and stockings to them this 
Winter. This philanthropic work will 
enable many of these children to go to 
school warmly shod instead of trudging 
through the snow barefooted. 











Correction 


A news item in the Feb. 3 issue 
of the RECORDER dated from Oakland, 
Cal., stated that the newly opened 
Oakland Foot Comfort Salon was a 
branch of the Arnold Glove Grip Co. 
We are advised that this retail store 
is just an agency for the Arnold Glove 
Grip shoes and is not a branch shop of 


the Arnold Shoe Co. 




















marked, “Yes, Sir! You tell ’em boy, 
I’m just as particular about proper 
footwear as I am about my hat—I like 
both when they serve me well.” 

B. W. Marrer, representative of the 
E. T. Wright Co., is shown in the cen- 
ter of the picture explaining the mer- 
its of the Arch Preserver Shoe to Mr. 
Lewis. 











Tough Sheep 

LyNN, Mass.—A new line of sheep 
leather here is strong enough to hold 
24 stitches to the inch. Ordinarily, 18 
stiches, or less, to the inch is enough 
to hold uppers together. 





Originality Pays 

Boston, Mass.—Orders for 3000 
cases, more than 100,000 pairs, on just 
one style, is reported for one New 
England novelty shoe firm at the turn 
of the year. The pattern for that one 
style was worked out by a designer, 
the ideas being supplied by the shoe 
manufacturer. It must be good. Better 
still, originality pays. 





Change in Leather 


PEABODY, Mass.—More leather, of the 
water resisting class, is now made for 
summer than for winter shoes. One 
reason is sports people who golf, hike, 
motor and ramble around want shoes 
of leather that won’t soil, nor shrink. 


White Sheep—Black Sheep 


PEABODY, Mass.—Tanners have dif- 
ficulty in providing enough fine white 
sheep for white shoes, and black sheep, 
once used commonly for lining shoes, 
is now so rare that some of the younger 
ation have not seen any of it. 
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ONE WAY TO INCREASE 
YOUR VOLUME OF BUSINESS... USE 
RECORDER WINDOW DISPLAY CARDS 
















FOOTWEAR | 
os TESS 


10% 
























Selling is Through 
WINDOW 
Fang 4 of ky ~ gece 
: 7 or Easter and Spring. 
IF the shoes in your windows fermi, | 
could only say aloud: Ton yy 3 Set gull 
“This is a fine store . . . always courteous service. The cus- Sise: 8x14” 
tomer’s needs receive concentrated attention. The merchant 
selling me is giving you wonderful value for each dollar you COMPLETE TEXTS 
spend.” sent on request 
RECORDER WINDOW DISPLAY CARDS give “silent” shoes 4 cards—Women's Shoes 
in the windows a voice on behalf of the merchant. Make your 1 card-—Children’s Shoes 
merchandise attractive in display—use Recorder cards for ; po He” a as 
color and to talk YOUR store service—and your business will Fitting, Quality, Ete. 
improve. Single Cards: 60¢ each 
Without Text: 35¢ each 


You can’t contact the window shoppers outside, but you can 
GUIDE their thinking. Appeal to them on a basis of service, 
quality, personal satisfaction. 










Modernistic price 
ticket—lavender & 


$795 purple tones. 


ALSO _ in-stock — an 
Easter ticket, lily de- 
sign-white and purple 
coloring. 










Recorder cards are designed and written exclusively for shoe 
merchants. Double the value of your window displays with 
hand-lettered selling messages on colorful, artistic, die-cut 
show cards. 












To non-show card sub- 
scribers at prices listed 
below. 











Samples will be sent on request 















“L”: Blue & Silver “I”: Pale Green “S”; Red Flower “Z”; Yell Lan- 
i buff Design Buff. : uo, **O"’?: Orange “O”: Rose Design 
Soave en on eon Bright Yellow. tern on Deep Trin on Bright on Light Tan. 












cians eens 
Attractive Hand Lettered Price Tickets oy? 
IN ALL DENOMINATIONS AND BLANK. OTHER DESIGNS IN STOCK 


WITHOUT STORE NAME: 6 dozen @ $1.10, 12 dozen @ $2.00 
WITH STORE NAME: 100 tickets @ $3.00, 200 @ $5.00 
“J”—Polly Clips for tickets: \% gross $2.25 
(adjustable—tilts at any angle) 1 gross $4.00 
“K”—Shoe Carton Tickets: 500 @ $1.25; 1000 @ $2.25 
CHECK WITH ORDER, PLEASE, unless C.O.D. preferred 


When writing advertisers please mention Boot and Shoe Recorder 
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MORE SHOES! 


Annual Display Card Service 
Includes 


EXCLUSIVE FRANCHISE is given with annual card service 
to one merchant in an average size town, suburb or city shop- 
ping center. 


STORE WINDOW BULLETIN, supplies merchandising and 
display suggestions each month. 


SPECIAL CARDS, with wording as wanted. 


EXCHANGE OF CARDS: Annual card service subscribers may 
exchange any cards received for others of the current month, 
whose texts better cover their merchandising program. 


PRICE TICKETS: Blank tickets, matching the current month’s 
cards, supplied free. Neat tickets with prices as wanted, but 
not harmonizing with the show cards, supplied free, if pre 
ferred to blanks; harmonizing tickets, with prices as wanted, 
to assure tell blended trim, are 35¢ per fifty, additional. 


HOLDERS 
Oval base — bur- 


nished gold— 
three color trim. 


. These modernistic 
holders take any 
size card. They 
harmonize with 
the finest of win- 
dow display fix- 
tures. 








Merchants Service Dept. 
BOOT AND SHOE RECORDER 


209 So. State St., Chicago, Ii. 


Select the Service You Wish— 
Mail Coupon—See Sales Jump! 


SERVICE NO. 1—$5.00 monthly: 
12 display cards... 6 holders... 
100 blank harmonizing price tickets 


SERVICE NO. 2—$4.00 monthly: 
8 display cards ... 4 holders... 
100 blank harmonizing price tickets 


SERVICE NO. 3—$3.00 monthly: 
6 display cards ... 2 holders... 
50 blank harmonizing price tickets 


SERVICE NO. 4—$2.25 monthly: 
4 display cards... 2 holders... 
50 blank harmonizing price tickets 


BOOT AND SHOE RECORDER 
209 So. State St., Chicago, III. 


Please enter our order for the Recorder “Selling Mes- 
sage,” beginning with February, for card service 
> for one year, consisting of 
holders (with the first month’s service), ......... cards 

blank tickets each month—OR— 
IMPRINTED tickets at 35¢ per fifty, additional, for 
which we will pay $ per year, payable $ 
per month. For cash in advance, full year’s service, 
5% discount. Checks from foreign subscribers must 
be drawn on United States banks, or include exchange. 
(If for any unforeseen reason we wish to discontinue 
service before expiration of order, we agree to pay 
$1.60 per month additional for each month’s service 
delivered, and agree to return the card holders.) 
We sell MEN’S, WOMEN’S, CHILDREN’S SHOES, and 


WOMEN’S HOSIERY. (Cross out lines not carried.) 
We wish IMPRINTED TICKETS @ 35¢ per fifty: 





When writing advertisers please mention Boot and Shoe Recorder 





MEET . 


CLAJIFIED ano WANT AD. 


A DEPARTMENT 
WHERE EMPLOYER 
AND EMPLOYEE, 
BUYER AND SELLER 

















SALESMEN WANTED 





POSITION WANTED 


BUSINESS OPPORTUNITY 








SALESMAN 


wanted by large wholesaler of women’s 
popular priced novelty shoes, one ac- 
quainted with the trade in Louisiana 
and Eastern Texas; good proposition for 
good strong man. 


WILKERSON SHOE COMPANY 
St. Louis, Mo. 











SALESMEN wanted for short snappy line of 
men’s $5 retailers, Brockton made. re full 
information in first letter. A. Freedma 

Sons, Inc., Brockton, Mass. 





SALESMEN, established trade to sell on com- 

mission as side line. Short, Snappy line 
leather sole beach sandals, Women’s and Girls’ 
Sport Straps and Oxfords, Women’s Black Kid 
Comfort styles, Men’s and Women’s slippers. 
All carried in stock. Territory open: Indiana, 
Ohio, Illinois, Missouri, Washington, Oregon, 
Michigan. A good money-making side line. 
Give full information first letter. Nestletoe 
Slippers, Inc., Worcester, Mass. 





ANTED—Salesmar for fast-selling, medium- 

priced line of women’s novelties on com- 
mission. Can be sold along with a non-com- 
petitive line. Missouri and Illinois, outside of 
Chicago territory. State experience and ac- 
counts sold. Hannahsons Shoe Company, Haver- 
hill, Mass. 





HOE & Slipper salesmen, strictly commission. 
Universal Slipper Corp., 335 McKibben St., 
Brcoklyn, N. Y. 





SALESMAN wanted to sell general line of 
footwear to retail trade in Virginia and 
North Carolina. Address D-651, care Boot & 
pee 5 ani 239 West 39th Street, New 
ork, 





WANTED—Salesmen to carry, as a side line, 
“WHITE SHINE” Cleaner for white shoes 
—a new six ounce value—the biggest on the 
market. Commission 12%. Many territories 
available. Write for sample. White Shine 
Manufacturing Co., 306 Rhode Island Avenue, 
East Orange, N. J 





ANTED—Salesmen to carry “Shu-Sno 

Compact,” the modern cleaner for white 
shoes, as a side line. Excellent territory still 
available. Write for proposition and_ sample, 
giving references. Shu-Sno Products Company, 
Portsmouth, Ohio. 





HOSIERY BUYER 


and merchandiser for retail shoe 
chain group. A _ hosiery executive 
who has had 20 years’ experience is 
available for some worthwhile or- 
ganization interested in doing a real 
job. Take advantage of the present 
situation and obtain the services of a 
real hosiery salesmanager and mer- 
chandiser. 


ROBERT F. BRADFORD 
347 Fifth Ave., New York, N. Y. 
Phone AShiand 4-1027. 











Opportunity for Capital 


Compact sport shoe factory which 
has been operating without any 
kind of a loan or financing since 
organization, can profitably use a 
modest amount of capital. In- 
creased orders from 10 days ac- 
counts assure a volume nearly three 
times greater than last year. Best 
of reports and references furnished. 
Address D-653 


Boot & Shoe Recorder 
239 W. 39th St., New York, N. Y. 








BUYER women’s and children’s shoes wants 
position in department store, twenty-six 
years’ experience, eight years buyer, very suc- 
cessful, now employed; wants to "better posi- 
tion. "Age 42, married, best references. Ad- 
dress D-652, care Boot & Shoe Recorder, 239 
West 39th Street, New York, N. Y. 








HOTELS 











ATTENTION MANUFACTURERS 


A HIGH class salesman and stylist, one who 
has sold turn shoes for many years in the 
eastern territory, is contemplating making a 
change. Desires connection with a live concern. 
Address D-654, care Boot & Shoe Recorder, 
239 West 39th Street, New York, N. Y. 





Takes Over Andrews Store 


Boston, Mass.—Solby Bayes Co., 
who now operate a shoe store at 51 
West St., have taken over the Andrews 
Shoe Store, which was formerly located 
at 489 Washington St., Boston. Both 
the partners were associated with the 
old Andrews firm, Phillip Bayes being 
the manager for the past five years, 
while Dr. Irving Solby was buyer for 
fifteen years. Many of the lines car- 
ried by the Andrews store will be con- 
tinued by the new firm. Standard ad- 
vertised lines are featured. 


PSUST WEST of BWAY 


NEW YORK 


1000 ROOMS...EACH WITH RADIO 
BATH and SHOWER, CIRCULATING 
ICE WATER, LARGE CLOSETS 


oe rom Do” tre SUITES = 6) 














The rate for “Position and Lines Wanted” ad 


CLASSIFIED ADVERTISING RATES 


The rate for all displayed classified advertisements is $5.00 an inch with a maximum of 45 words. 
Classified advertising is payable in advance. 
& Advertisements for this page must be in our New York office on Friday of the week preceding publication. ™ 


vertisements is 4 cents per word for all undisplayed advertisements. 
For all other classified advertisements the rate is 7 cents per word. Minimum charge 
is desired twelve words should be added for the address. In all other cases each 








When writing advertisers please mention Boot and Shoe Recorder 





SS 26 ae ee ee a a Bin te 


BOOT AND SHOE RECORDER, 


February 24, 


1934 











WANTED TO PURCHASE 











Buyers of Surplus Stocks 


will buy surplus or euiire ote of shoes 
wen” manufacturers, jobbers or retailers. 


QUANTITY NO. OBJECT 


KIRSCH - BLACHER CO., Inc. 
106 Duane St. New York 
Phone Worth 2-5377 and 5378 








LPOSTER @ DEUTSCH 
436 Grand St., New York City 


Phone Dry Dock 4-0352 


—BUY FOR CASH— 


entire or surplus stocks of 


SHOES—DEPT. STORES 


Leases assumed Transactions confidential 








WE BUY 

Entire or Surplus Wholesale and Retail 
Stocks. Also Branded ‘Shoes such as 
Walk-Over, Florsheim, Enna-Jettick, Vital- 
ity, Arch Preserver, Queen Quality, Bos- 
tonians, Ete. 

IRVIN RUBIN 

“The House of Jobs’’ 
89 Reade St. Cor. Church 
Phone Barclay 7-7887 New York City 














Has Store Bank 


DETROIT, MicH.—An association of 
employees of the Wise Shoe Company 
has been formed under the management 
of Lou Fields, Detroit manager for the 
company, which is one of the most 
active employee organizations in the 
shoe field. One annual party has‘ just 
been held, with seventy-five guests in 
attendance. 

In addition to the annual party, three 
additional events are held by the Wise 
people here during the year. These are 
all financed in an unusual manner, with 
a bank, operated by Fields. This is be- 
lieved to be the only shoe store in the 
country with a privately owned bank- 
ing system. 

When employees ask for advance on 
their salary, a deduction of five cents 
per dollar advanced is deducted and put 
into the store bank. This sum is suf- 
ficient, in the course of the year to pay 
for all the parties, with an occasional 
surplus—and all the expense coming in 
a perfectly painless manner. 

Lou Fields is incidentally celebrating 
his tenth year with the Wise Shoe Com- 
pany, and his third year in Detroit. 


Enlarging Shoe Department 


Los ANGELES, CAL.—The shoe depart- 
ment in the Millman Department Store 
at 2919-21 North Broadway is being 
doubled in floor space and doubled in 
the amount of stock carried. New fur- 
niture and fixtures are being installed. 
The improvements will be completed 
by March 15, according to Harry Mill- 
man, proprietor. The department is a 
complete family shoe department and 
medium prices predominate. 





BUSINESS OPPORTUNITY 


MERCHANTS’ NEEDS 








Money in Foot Correction— 
Be a Technopedist 
Our practices of $5000.00 
to "s10. 000.00 a year in this new and dignified 
profession. Home study course, including equip- 
ment, furnished at low cost. Easy terms. Write 
THE TECHNOPEDIC INSTITUTE 
140 Boylston St. Boston, Mass. 


dent huildi 
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TRADE LITERATURE 


BosTON—Two attractive catalogs in- 
troduce the Spring line of the Breen 
Shoe Manufacturing Company of this 
city. 

The larger of the two, that on the 
Junior. Arch Preserver line, is accom- 
panied by two manuals—one explaining 
the Arch Preserver principle for the 
benefit of the retail salesman, and the 
other a folder entitled “Healthy, Active 
Children,” written in nontechnical lan- 
guage for parents and designed for 
distribution among the store’s custom- 
ers and prospects. Both will be sup- 
plied to the Junior Arch Preserver 
dealer in any desired quantity without 
cost. Other dealer helps include dis- 
play and~-counter cards, shoe illustra- 
tions, trade-mark cuts and line engrav- 
ings illustrating the workings of the 
principle embodied in the Junicr Arch 
Preserver shoes. 

The regular Greenflex line for chil- 
dren and misses, Mo-debs for growing 
girls, and Stride-Rites, a feature line 
of welts and silhouwelts, are shown in 
a smaller size catalog, equally attrac- 
tiye. Thirty-five in-stock numbers are 
pictured in this booklet, including many 
sport types. “These three lines,” says 
the foreword, “cover all requirements 
of retailers insisting on unvarying high 
quality—consistent and fair prices— 
and prompt and dependable stock ser- 
vice.” 


School Room Slippers 


Boston, Mass.—The old school room 
slipper is back in new form. Many 
remember when they used to wear slip- 
pers under rubber boots, and take off 
the boots when they got to school. The 
new idea is of a leather slipper that 
can be carried in the pocket or school 
bag. It’s built something like a moc- 
casin. The youngster wears his big 
Boy Scout shoes, or his bigger storm 
boots, to school. He takes them off 
right after he gets inside the school 
room door, and puts on the slippers. 
Teachers are pleased. The slippers are 
silent tread. The big boots clatter. 
Scholars are pleased. The big boots 
feel hot on the feet, detract the mind 
from study, and so on. The slippers 
are so comfortable that a youngster 
forgets his feet. 

It’s one of those extra pair ideas, 
and the extra pair useful. 


New /mproved 


Poy, Cup 
for Price’ Ti ckets 


84.00 b= pan a 
“gress half gross 
Tilts at any angle 


M. D. POLLINGER CO. Holland Bidg., St. Louls, Mo, 











TINGLE GE 
| GP SPECIALISTS 


a L] PRINTERS, DESIGNERS AND ENGRAVERST B 
| |||]. THE AMERICAN PRINTING s° LABEL CO 
Sl 319-316 E.12th St. CINCINNATI. OHIO 


Lute Pow, fot Samples’ 








Movie “Extras” Shoe Stock 


HOLLYwoop, Cau.—Shoe racks that 
tower to the ceiling of the Paramount 
studio wardrobe stockroom, offer an in- 
teresting sidelight on the business of 
gowning the feminine stars for the 
screen. 

These racks are six in number, and 
rise twelve feet to the top of the stock- 
room. Every rack is crowded with all 
sizes and classifications of smart foot- 
wear. The first two racks hold 300 
pairs of evening slippers by their 
slender heels, creating a galaxy of 
shimmering color. The next rack is 
devoted to 300 pairs of black pumps of 
all descriptions. Discreet black satin 
slippers, beside glittering patent leath- 
ers, brilliant buckles vieing with rhine- 
stone heels. Next in line are the sport 
shoes, and then 120 pairs of irresist- 
ible mules, negligee slippers and beach 
shoes, running the gamut of originality 
of designing, hang in orderly rows. The 
last rack, like a procession of dignified 
sentinels, offers 80 pairs of correctly 
polished riding boots. 

Every pair of slippers, shoes and 
boots in this astounding collection has 
been worn by one of the many Para- 
mount stars. 

Recently a local shoeman was called 
in to fit up 36 chorus girls to black 
satins. With some 300 pairs to work 
on from the racks, only 8 pairs were 
found that would fit. There are two 
reasons for this—most of the stars 
have narrow feet, and each star has 
literally dozens of pairs of shoes all 
her size, while the “hoofers” invariably 
have wide feet. 

The life of the “movie” shoe is a 
short but interesting one. It has the 
honor of carrying a star through one 
or two scenes, then it finds a safe 
berth among the other has-beens, on 
the famous six towering shoe racks. 
Soon a day arrives when another lovely 
creature will slip her, as yet unfamous 
feet into their shimmering beauty and 
dance them to shreds in one short 
night-club scene. 
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British Visit 

New York City—B. F. Oswell, well- 
known London shoe buyer of Fortnum 
& Mason, Ltd., will visit the United 
States at the end of February, the ob- 
ject of the trip to extend the sale of 
high-grade British shoes in this coun- 
try. Mr. Oswell will be accompanied 
by Perey D. Millen, who has been to 
this country several times as a repre- 
sentative of Messrs. G. M. Tebbutt & 
Son, Ltd., of Northampton. Soon after 
Messrs. Oswell’s and Millen’s arrival in 
this city, a luncheon-meeting will be 
held at one of the outstanding hotels, 
to which the leading American buyers 
will be invited. 

Mr. Oswell feels that there exists a 
favorable opportunity at the present 
time for the extension of trade in Brit- 
ish shoes with America. He states that 
there has been a disposition on the part 
of American buyers to neglect British 
sources of supply, feeling that British 
manufacturers were not sufficiently 
alive to the requirements of overseas 
markets, but that during the last few 
years English manufacturers have be- 
stirred themselves and are now pro- 
ducing shoes that are as good, from the 
standpoints of material and style, as 
any in the world. 

The firms which Mr. Oswell and Mr. 
Millen will represent are: G. F. Huch- 
ings & Co., Ltd., Bristol, light-weight 
golf and sports shoes; G. M. Tebbutt & 
Son, Ltd., Northampton, men’s town 
and sports shoes, and women’s golf, 
spectator sports, and country shoes; 
Strickland’s (Northampton), Ltd., 
Northampton, men’s and women’s golf 
shoes; The “Bective” Shoe Co., North- 
ampton, men’s town and country shoes. 


Building New Store 


OcaLA, FLa—M. E. Feinberg is 
building a new store of modernistic de- 
sign which will be known as “Feinberg’s 
Bootery.” This attractive store, with 


its facade of glass and metal, is located 
on the west side of the courthouse 
square. This is the only shop in the city 
handling shoes exclusively. 
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BOOTS AND SHOES 


Alden, C. H., Co., Abington, Mass......... 43 
Ault-Shackford Shoe Co., Auburn, Me.. 62 
Bett Shoe Co., Philadelphia, Pa.......... 72 
Brown Shoe Co., St. Louis, Mo........... 40-41 
Cambridge Rubber Co., Cambridge, Mass., 
30-31 
Chase, W. S., Sons, Haverhill, Mass....... 70 
Clapp, Edwin, & Sons, Inc., E. Weymouth, 
ONE: <i cating soar keisenat «celeste sweet 
Coon, W. B., Co., Rochester, N. Y......... 33 


Cartis, Stephens & Embry Co., Reading, Pa. 46 
7. Bliss & Perry, Co., "Newburyport, 
ass. 


Ebberts, John, Shoe Co., Buffalo, N. Y.... 68 
Enna Jettick Shoes, Inc., Auburn, N. Y.... 39 


Friedman, B., Shoe Co., New York City.... 58 
Friedman-Shelby, St. Louis, Mo. 10 


Green, Daniel, Co., Dolgeville, N. Y., 

2nd Cover 
Green Shoe Mfg. Co., Boston, Mass.. Back Cover 
Hannahsons Shoe Co., Haverhill, Mass..... 68 


Keith, George E., Co., Brockton, Mass..... 8 
Kirkendall Boot Co., Omaha, Neb......... 63 


Laird, Schober & Co., Philadelphia, Pa.... 65 


Lazarus Fried & Sons, Inc., New York 
REE: a:b wieubaieecn-v eae sua iebine walranieee ae . 58 
Levy Bros. Shoe Co., New York City....... 59 
Lion Shoe Co., Inc., New York City....... 59 
Miller, Shoe Co., The, Cincinnati, O....... 50 
Minor, P. W., & Sons, Inc., Batavia, N. Y. 7 
Morris Shoe Co., BeewW TOPE CMF... esses 59 


~ 2 Day’s Ideal Baby Shoe Co., Danvers, . 
7 


Nettleton, A. E., Syracuse, N. Y.......... 70 
Nunn, Bush .& Weldon Shoe Co., Milwau- 


oe Se re eA ee 3rd Cover 
Old Colony Shoe Co., Brockton, Mass...... 70 
Peters, Branch Int. Shoe Co., St. Louis, Mo. 25 
Racine Shoe Co., Racine, Wis. ........... 52 


Roberts, Johnson & Rand, St. Louis, Mo... 35 
Robinson-Bynon Shoe Co., Auburn, N. Y.. 47 
Rohn Shoe Mfg. Co., Milwaukee, Wis fecacwe 42 


Saks, M. J., Shoe Corp., New York City... 58 
Shaft-Pierce Shoe Co., Faribault, Minn.... 68 


Smith, J. P., Shoe Co., Inc., Chicago, Ill... 68 
Stacy-Adams Co., Brockton, Mass......... 45 
Swan Shoe Co., Inc., Baltimore, Md....... 72 
Vaughan-Towle Co., Wakefield, Mass....... 70 


Weiss, J., Shoe Co., Inc., New York City.. 59 


LEATHER AND OTHER MATERIALS 


Allied Kid Co., Boston, Mass 
Amalgamated Leather Cos., Wilmington, 
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iam William, Company, Philadelphia, Pa. 53 
Colonia] Tanning Co., Boston, Mass....... 4 
Evans, John R., & Co., Camden, N. J.....2-3 
Goodyear Tire & Rubber Co., Akron, O.... 23 
Hubschman, E., & Sons, Inc., Phila., Pa... 27 


Kistler Leather Co., Boston, Mass......... 60 
Levor, G., & Co., Ine., Gloversville, N. Y.. 5 
Neumann, R., & Co., Hoboken, N. J....... 74 
Northwestern Leather Co. Trust, Boston, 
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Panther-Panco Co., Chelsea, Mass......... 64 
Surpass Leather Co., Phila., Pa.......... 48 
Young, Richard, Co., New York City...... 48 
Ziegel-Eigman, Boston, Mass............... 48 





Thirty Per Cent Increase 


Los ANGELES, CALIF.— Herman A. 
Fass, manager of the S. and S. Family 
Shoe Store at 4519 S. Broadway, a 
neighborhood shoe store dealing in me- 
dium price merchandise in a section 
where the majority of the people are 
wage and salary earners, states that 
sales are running 30 per cent above 
the corresponding months of last year. 

Mr. Fass, a lawyer by profession, 
returned to Los Angeles several months 
ago from New York City where he had 
engaged temporarily in the practice of 
law. He is one of the few shoe-selling 
attorneys in America. 


Enlarges Children’s Department 


Newark, N. J.—Morris Goldfinger, 
advertising and sales manager of Gold- 
finger’s Specialty Shop, Inc., an- 
nounces that the children’s health shoe 
department, which is located in the rear 
of the store, is being enlarged, due to 
increased business in this department. 

Goldfinger’s feature a line of shoes 
from infancy to graduation in the popu- 
lar prices. 








MACHINERY, LASTS, MFRS.’ SUPPLIES, 
DRESSINGS, ETC. 


DuPont Viscoloid Co., New York City...:. 67 
Fitz-On Sales Corp., Worcester, Mass...... 57 
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United Last Company, Boston, Mass...... 55 
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SHOE ACCESSORIES 


Brannock Device Co., Syracuse, N. Y...... 29 
Pollinger, M. D., St. Louis, Mo.......... 79 
Simplex Shoe Tree Co., Chicago, Ill....... 72 
Shoe Form Co., Auburn, N. Y............ 44 
MISCELLANEOUS 
American Printing & Label Co., Cincin- 
BE, Gk. Se cnkdy obeeees beth ddueas ceeees 79 
Hotel Edison, New York City............. 78 
Hotel LaSalle, Chicago, Ill. .............. 66 
Hotel Lincoln, New York City............ 69 
Hotel Martinique, New York City......... 52 
Hotel Piccadilly, New York City.......... 73 
Herald Square Hotel, New York City...... 66 
Irvin Rubin, New York City.............. 79 
Kirsch-Blacher Co., Inc., New York City.. 79 
Poster & Deutsch, New York City........ 79 
Technopedic Institute, The, Boston, Mass.. 7 
Walk Eze, New York City.......... acesenn Oh 
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Shoe design from 
Evelyn Ziniti 


This formal-informal Oxford 
is developed in New Castle 
No. 1330, stitched with white. 
The flowing lines of its deco- 
ration incorporate the “‘wind- 
swept”’ effect that is so charac- 
teristic of spring clothes. 


Navy. 3 lue 
HB reals all a 


Everyone expected navy-blue to be good this spring, but no one expected it to 
hit its present peak. The American Woolen Co. reports that 51% of the dress 
suitings and coatings sold in January were in navy-blue, other fabric houses 
also report navy-blue running far ahead of any other color. Moreover, almost 
without exception, these navy-blues that are selling in spring fabrics have a 
violet undertone. That’s why we recommend that you not only buy plenty 
of navy-blue shoes, but specify them in: 


New Cn stle 
No. 1330 
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100 old ASrect, New Ohh Cry 


Vol. 104. No. 26. Published every week by the Boot and Shoe Recorder Publishing Co., 239 W. 39th St., New York, N. Y 
at the Post Office at New York, N. Y., under the act of March 3, 1879. Subscription price $3.00 per san hE! as : ie seals 
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This year, order enough. Youll find white kid shoes 
demanded early and even late in the summer. 
Prepare for an increase in volume over last year’s 
selling. 





Feature white LEVOR kid shoes. White kid that 
is brilliant in purity and permanently white 
.. THE WHITEST WHITES” .... washable 

and dependable. Emphasize the superiority 
of this tannage and youll go over your 
quota ! 


G. LEVOR & CO., INC. 


Tanners over 58 Years 
GLOVERSVILLE, NEW YORK 
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Manufacturers and Shoe Merchants wno are 
desirous of meeting the insistent demand for 
lightweight, close edged, and flexible footwear 
will find the UCO LOCKSTITCH SHOE of 


notable interest. 


Refinements of major importance are combined 
to make this SEWED SHOE one of the out- 


standing new developments in smart shoes for 


THE women. 
UCO LOCKSTITCH 
SHOE 


LIGHTWEIGHT INSOLES AND OUTSOLES 
THIN SHANKS — CLOSE EDGES 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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What every merehant should know 




















AS 
ADVERTISED 
IN THE 


AMERICAN 
WEEKLY 











HOUSANDS of merchants who feature products adver- 
tised in THE AMERICAN WEEKLY find it easier to pay the 
rent; they are wide-awake and progressive. They know, for 
instance, that THE AMERICAN WEEKLY, read by more than 

o> 5,000,000 families, is the most powerful advertising salesman 
SS in the world. Many of these families live in YOUR trading 


area and can be made YOUR customers, if you feature the 


~SS merchandise they see advertised in THE AMERICAN WEEKLY. 








The American Weekly—what it is 


@ The American Weekly is the largest magazine in the world. It is distributed 
through 17 great Hearst Sunday Newspapers. In 529 of America’s 995 towns and 
cities of 10,000 population and over, The American Weekly concentrates 68% of its 


irculation. 
— In each of 93 cities, it reaches one out of every two families 


In 110 more cities, 40 to 50% of the families 
In an additional 157 cities, 30 to 40% 
In another 169 cities, 20 to 30% 


-.. and, in addition, more than 1,680,000 families in thousands of other commu- 
nities, large and small, regularly buy and read The American Weekly. 


— THEAMERICAN 


“The National Magazine with Local Influence”’ 
Main Office: 959 Eighth Avenue, New York City 
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YOCESS 1S the best ecthad 


single oi shoemaking” 


by Herman B Detman 


” Y WHOLE career has been devoted to making 
M the finest shoes that human skill has been 
able to devise. Anything that would add beauty and 
comfort to shoes has always interested me. 


“When Fred Maccaroni came to me with a better 
and simpler method of making single-sole shoes, I 
immediately recognized that here was a tremendous 
advance in shoe making. 


“We've called this new method “The Del-Mac Pro- 
cess” —a process that makes a better shoe, quicker and 
more economically than any present day method 
of shoe making that | know of. 


“Actually the Del-Mac Process is, in the main, this:— 
a single sole is rounded out as usual. Then it is put 
through the splitter with the Del-Mac “special 
templet. In one, single, clean operation the sole is 





A—The single sole is rounded out B—Result: Two sections, that C—A finished shoe with a single 


automatically spliced—leaving a finely bevelled sole- 
shaped opening in the top part of the split sole (See 
Ill. A). This top section then becomes the base upon 
which the upper is pulled over and lasted. 


“When the shoe is ready for sole-laying (either 
cementing or stitching) the bottom part of the sole, 
in the Del-Mac Process, fits with almost hair-breadth 
precision into the sole-shaped opening in the upper 


section (See Ill. B). 


“Even if the sole is shifted in laying, the upper and 
bottom’ sections are still joined perfectly without a 
ridge or a depression. Because of a perfect bevel, no 
sharp edges can result even on a carelessly laid sole. 


“T sincerely invite every progress've manufacturer 
to investigate the Del-Mac Process—if only to find 
out for himself, what I believe to be one of the 
outstanding shoe-making methods of tomorrow.” 





as usual and then run through the when laid together, are reunited ‘Sole that flexes at the slightest 


Splitter on the Del-Mac *special 
Templet. 


*Pat. applied for. 


The 


DELMAN FACTORY @ 304 EAST 





again in a smooth single sole. 


4S TH 


touch, while still retaining its 
smart shape. 


D el-Mac L2OCCL 


STREET @© NEW YORK CITY 
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CONSTRUCTIVE FACTORING 


Shoe and Tanning Industries 


C onommons have changed . . . ideas have 
changed . . . industry faces new problems of 
production . . . merchandising . . . credit and 
finance. 


Today, progressive Shoe Manufacturers see the 
need of using modern ideas and methods to solve 
these problems... . An increasing number are util- 
izing the financial and credit facilities of this organ- 
ization which provides: 





1— Unlimited working capital... 
thru the discounting of sales — 


2—A guarantee against credit 
losses — 


3—Relief from credit, collection 


and bookkeeping detail — 


4—Ready cash—to take all 
discount. 


Commercial Factors Corporation is prepared to discuss 
with you full details of this constructive service . . . the 
nominal cost of which accrues only as goods are shipped. 


You are invited to communicate or confer with us 


COMMERCIAL FACTORS CORPORATION 


TWO PARK AVENUE... NEW YORK 








FRED'K VIETOR & ACHELIS, INC.  SCHEFER, SCHRAMM & VOGEL PEIERLS, BUHLER & CO., INC. 
Established 1828 Established 1838 Established 1893 
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